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show Next Year 
To Open Jan. 15 
At the Stevens 


Booth Space Will Be 
Allocated In April 
For Second Show 


CHICAGO—The “show was the 
thing” as members of the Refrigera- 
tion Supplies and Parts Manufac- 
turers Association met for their 
fourth annual meeting last Thursday, 
Jan. 19. While a number of important 
matters were discussed, most of the 
time at the meeting was occupied by 
a discussion of the highly successful 
First All-Industry Refrigeration & 
Air Conditioning Exhibition, held at 
the Stevens last week under the 
sponsorship of the association, and 
of ways of improving the show next 
year. 

Most newsworthy of the action 
taken during the meeting was the 
decision made by the board of direc- 
tors to hold next year’s show Jan. 
15-18 (Monday through Thursday), 
1940 in the exhibition hall of the 
Stevens hotel (same place it was 
held this year). 

The members voted to authorize 
an amendment to the association 
by-laws changing the date of the 
annual business meeting of the asso- 
ciation to April, so that it will not 
conflict with the show. 

At the annual meeting in April 
booth space allocations for the second 
All-Industry Refrigeration and Air 
Conditioning Exhibition will be made. 


Other discussion at the parts and | 


supplies manufacturers meeting was 
(Concluded on Page 19, Column 8) 


Jobbers Thresh Out 
Current Problems At 
Annual Convention 


CHICAGO—In the frank, open, 
and serious discussions that have 


m characterized their meetings ever 


since the organization was formed, 
members of the National Refrigera- 
tion Supply Jobbers Association in 
three long sessions last Monday, 
Tuesday, and Wednesday threshed 
out many of the trade problems 
Which confront them and discussed at 
length the ways by which they might 
better the conduct of their business 
and the association affairs during 
the coming year. 


The opening day’s session Monday 
was highlighted by the president’s 
addresses of Henry W. Merkel, the 
Merkel Bros. Co., Cincinnati, and the 
keynote sounded by A. H. Holcombe, 
Jr., the Victor Sales Corp., Philadel- 
Phia. (These talks were commented 
upon briefly in last week’s issue and 
will probably be reprinted in full in 
next week’s issue of the NEWS.) 


In the executive sessions on the 
‘wo days following came the long, 
pen discussions of the jobber’s prob- 
lems. Not a great deal of formal 
action came out of these sessions, 
pithough resolutions were submitted 
‘nd approved by the membership on 
* change in the definition of a 
obber, on cash discounts from manu- 


Facturers. Text of these resolutions 
ollows: 


Resolution revising the definition of 

, refrigeration supply jobber and for 

yr Porating the same in the by- 
8. 


_ Whereas, the present definition of 
ot etrigeration Supply Jobber’ as 
“ forth in our By-Laws is not 
‘ rely clear, and whereas it is 
table that the present ambiguity 
fliminated, be it therefore 

RESOLVED, That Article VI-(b) 
l be changed under the estab- 
‘Concluded on Page 8, Column 1) 
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Highlights of the First 
All-Industry Show 


Week In Chicago 


Total registrations of visitors at 
four-day Exhibition, 6,274. Committee 
had estimated attendance at 3,000. 


Manufacturers somewhat surprised 
and very pleased by large volume of 
orders placed by buyers during the 
Exhibition. 


Exhibitors pleased by “quality” as 
well as quantity of visitors as repre- 
sented by factory engineers and 
production executives of the large 
manufacturers of complete equipment. 


Unanimous decision to repeat Ex- 
hibition in 1940, same time and place 
(Jan. 15-18 at the Stevens). 


Supplies and parts manufacturers 
strongly favor concentration on an- 
nual All-Industry Exhibition and 
elimination of numerous small ex- 


hibits; pronounced opposition de- 
velops to growing demands _ for 
contributions to affairs of local 
associations. 


Announcement by Gardner Poole, 
president of the American Society of 
Refrigerating Engineers, that the 
next annual meeting of the society 
would be scheduled to coincide with 
the 1940 Exhibition. 


Decision to launch national asso- 
ciation of Air Conditioning Dealers 
and Contractors after thorough dis- 
cussion by representative leaders 
from all parts of the country. 


They Came, They Saw 
-- And They Bought 
CHICAGO—It was a “buying” 

show. 

That was the verdict of the great 
majority of the exhibitors at the 
First All-Industry Refrigeration & 
Air Conditioning Exhibition held last 
Monday through Thursday, Jan. 16-19, 
in the exhibition hall of the Stevens 
hotel. 

Final registration figures showed 
that a total of 6,274 persons had 
signed up to get into the exhibition 


hall. While this figure astounded all 
(Concluded on Page 4, Column 4) 


39 Leonard Has 
Change In Style 
and Freezer Unit 


‘Massive’ Lines Employed 
In Cabinets; Refrigerant 
Distribution Improved 


DETROIT — Nine models in four 
separate series, incorporating new 
features as well as refinements in 
cabinet design and refrigerating sys- 
tem, comprise the line of household 
electric refrigerators just announced 
by Leonard for the 1939 market. 

Seven of the models are finished in 
“Permalain,” and the other two have 
exteriors of porcelain enamel. All 
units feature completely redesigned 
cabinets, with improved hardware and 
attractively fluted bases. The latter 
are slightly “extended,” adding to 
massiveness of appearance. 

(Concluded on Page 18, Column 1) 


New Servel Machine 
Has 4 Cylinders 
In Every Size 


EVANSVILLE, Ind.—A _ complete 
new line of commercial refrigerating 
machines in all popular sizes is now 
being introduced by the _ electric 
refrigeration and_ air-conditioning 
division of Servel, Inc. 

Christened the “Silver Fleet,” all 
models from % hp. through 3 hp. 
carry a new type of four-cylinder 
compressor. This construction has 
made possible better balancing and 
more even distribution of load, it is 
claimed, so that the new units are 
exceptionally quiet and free from 
vibration. 

The principles are the same as 
those applied in automotive practices 
for many years, say Servel engineers, 
namely, that a multiplicity of small 
cylinders giving frequent but smaller 
power strokes smooths out the power 
curve and eliminates the pulsating 
effects commonly associated with 
reciprocating devices. 

Multiplication of cylinders in re- 
frigeration compressors is even more 
effective per cylinder than in the 


(Concluded on Page 22, Column 3) 


New Officers of the Parts Association 


The new president and the new 
treasurer of the Refrigeration Sup- 
plies & Parts Manufacturers Associa- 
tion congratulate each other upon 
their election to office. J. S. Forbes 
(left), president of Superior Valve 
& Fittings Co., was elected president 


of the association; and E. A. Vallee, 
vice president of Automatic Products 
Co., was elected treasurer. H. V. 
Higley, president of Ansul Chemical 
Co., was “promoted” to the vice presi- 


dency of the association, having 
previously been treasurer. 
mn f Se 
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New Association Is 


Formed By Dealers 
In Air Conditioning 


CHICAGO—Formation of a na-. 


tional association of air-conditioning 
dealers and contractors was assured 
here last week when representatives 
from many sections of the country, 
attending the First All-Industry 
Refrigeration and Air Conditioning 
Exhibition, voted the formation of a 
national council which will handle 
details incident to the establishment 
of the new organization. 

Acting on the motion of Alfred 
Epstein of the Independent Refrig- 
eration Co., Los Angeles, which the 
group passed by a substantial ma- 
jority, John H. Keller of Mechanical 
Heat & Cold, Inc., Detroit, president 
of the Air Conditioning Association 
of Michigan and temporary chairman 
of the meeting, appointed Ben Natkin, 
Natkin & Co., Kansas City, Mo.; H. 
E. Wheeler, Air Comfort Corp., 
Chicago; C. E. Hanson, Smith & Oby 
Co., Cleveland; Charles E. Tupper, 
Minneapolis; and Mr. Epstein as 
members of the new national council. 

Mr. Keller indicated that other 
appointments would be announced in 
the near future, when interest in the 
new association had crystallized in 
other sections of the country. 

The meeting was opened by Mr. 
Keller, temporary chairman, who out- 
lined the experience of the Air Condi- 
tioning Association of Michigan, 
which, he said, clearly indicated the 
need for a national group. Mr. 
Keller stated that what had been 
accomplished in Detroit could be 
extended to a national basis, with the 
result that local groups throughout 
the country could be of help to each 
other. 

H. M. Hart of the Heating, Piping, 
& Air Conditioning Contractors Na- 
tional Association stated that this 
group had no objection to the forma- 
tion of a new organization, and that 
he wanted to correct any misunder- 
standing which followed the pre- 
liminary meeting in Detroit last 


(Concluded on Page 24, Column 1) 


Kitchen Bureau's Plan 
Has Prizes, Surprises 


NEW YORK CITY—“Guess Again” 
as to what the Modern Kitchen Bu- 
reau has up its sleeve in the way of 
appliance promotions this year, for 
“Guess Again— Electric Cooking 
Costs Only One-Half as Much as You 
Think” is the theme of the bureau’s 
electric range campaign for 1939. 

Surprise No. 2 to be pulled from 
the bureau’s bag of promotional 
tricks is a nation-wide campaign on 
an up-and-coming appliance which 
never before has been deemed worthy 
of the bureau’s attention—the electric 
roaster. 

And for those who are strictly 
“money players,” there’s the bureau’s 
new drive on electric water heaters, 
which promises a total of $2,800 in 
cash awards to “the winnahs” of 25 
different contests. 

Detailed plans for these’ three 
promotions have been announced by 
H. L. Martin, bureau manager, leav- 


(Concluded on Page 13, Column 2) 


3 More N. Y. Firms Join 


Price Law Movement 


NEW YORK CITY—Three more 
metropolitan New York electric re- 
frigerator distributors — Kelvinator, 
Hotpoint, and Stewart-Warner—last 
week followed the lead of General 
Electric and Westinghouse by placing 
their 1939 lines under the Feld- 
Crawford Act, the state retail price- 
maintenance law. 

The price-control contracts, similar 
in all major respects to those issued 
by G-E and Westinghouse and re- 
ported in last week’s NEWS, were 
issued to dealers by the three dis- 
tributorships during the showing of 


(Concluded on Page 4, Column 5) 


Dept. Stores To 
Fight To Retain 
Present Margins 


Efforts To Shade Mark-ups 
Will Meet Opposition; 
‘Combinations’ Studied 


NEW YORK CITY — Department 
store appliance merchandising execu- 
tives, meeting in open forum at the 
annual meeting of the National 
Retail Dry Goods Association here 
last week, predicted that sales of re- 
frigerators and other appliances this 
year will be as good if not better than 
the banner year of 1937, but they also 
indicated that the merchandising 
methods may undergo something of a 
change. 

Many problems current in depart- 
ment store appliance merchandising 
were threshed out in a fast-moving 
three hour session held under the 
chairmanship of J. M. Sammett, mer- 
chandising counselor of house fur- 
nishings for L. Bamberger & Co., 
Newark, N. J. 

At the open forum a warning was 
sounded that major stores must keep 
markups as they now are; must 
guard against manufacturers’ efforts 
to shade markups in order to meet 
the prices of the mail order houses; 
and that stores must be alert to the 
ensemble sales of utility companies, 
currently highlighted in the metro- 
politan New York area. 

A resolution was adopted calling 
for a survey of the major appliance 
industry, to be conducted jointly by 
a committee of the merchandising 
division of the National Retail Dry 
Goods Association and a committee 
with similar aims to be appointed by 
the National Electrical Manufacturers 
Association. 

There seemed to be no doubt in the 
minds of the appliance merchandising 
managers that there is a better busi- 
ness year ahead, but it was empha- 
sized by several floor speakers that 
individual stores must guard against 
over-expansion, particularly with ref- 
erence to outside salesmen. It was 


(Concluded on Page 2, Column 1) 


Don’t Judge By Volume 
Only, Sales Mgrs. Told 


NEW YORK CITY—What’s wrong 
with sales managers, from the sales- 
man’s viewpoint, was told to mem- 
bers of the Sales Executives Club of 
New York at a recent meeting by 
W. C. Dorr, missionary salesman for 
the Ingersoll-Waterbury Watch Co. 

Emphasizing the importance of 
sales managers having their sales- 
men’s loyalty, Mr. Dorr gave the 
executives a list of “don’ts’” gathered 
from his experience in the field of 
selling. They are: 

1. Don’t judge selling effort by 
dollar volume. Such a practice makes 
salesmen skim the cream off good 
accounts, and neglect the small ones. 

2. Don’t make a specified number 
of calls the criterion of effort. It will 
make salesmen “call-conscious” and 
“order-shy.” 

3. Don’t insist on too many reports. 
They cut down selling time. 

4. Don’t compare reports. It makes 
the top men complacent, and the 
poor men self-conscious. 


Gas Refrigerator Sales Drive 
To Be Launched March 1 


NEW YORK CITY—A gas re- 
frigerator sales campaign will be 
launched March 1, to run_ until 
July 31, it was announced by R. J. 
Rutherford, chairman, at a meeting 
of gas utility sales executives from 
all sections of the country last week 
at the offices of the American Gas 
Association. 

The drive will be sponsored by 
Servel, Inc. 
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AIR CONDITIONING & REFRIGERATION NEWS, JANUARY 25, 1939 


Major Stores Seek To Hold Markups, Improve 
Salesmen & Cash In on Combinations 


(Concluded from Page 1, Column 5) 
cited that better results frequently 
are obtained through concentration 
on the efforts of a few picked men 
rather than filling staffs with run-of- 
mill applicants who are more apt 
students of the want-ad columns than 
they are of the art of selling. 

Notable also was the large amount 
of opinion expressed that best results 
are achieved through the promotion 
of nationally advertised products, 
with sales efforts amazingly simpli- 
fied, according to some statements 
made with such merchandise as the 
principal focus of sales efforts. 

T. F. Kellym of the Hoover Co., in 
discussing the year’s outlook, said his 
organization has definite plans to 
beat 1937 sales, without any reserva- 
tions. George T. Stevens, of the 
Allied Department Stores, New York, 
also looks for business to boom along 
in a fair manner, with assured gains 
over the past year. If anyone does 
not get bigger volume, he said, it will 
be squarely up to themselves, and 
their own fault. The chairman de- 
clared that the refrigeration industry 
is looking for gains of from 10 to 
15% over 1938. 


Seek Higher Markups, 


Lowered Sales Cost 


In discussing what factors keep 
department stores from making a 
profit in appliances and what should 
be done about them, John Bannigan, 
of the Quackenbush Co., Paterson, 
N. J., said that advertising costs must 
be kept in line. 

He believes markdowns are above 
those of other departments in stores, 
and that constant care must be 
exercised to guard against excessive 
markdowns and trade-ins. Present 
markups are insufficient, he believes, 
and also that sales costs will have to 
be reduced or markups increased. 
The present line is too thin, with 
opportunities for losses large. 

Max Fischman, of the Kaufmann 
Department Stores, Pittsburgh, said 
that salesmen are getting more uni- 
form commissions throughout the 
industry. 

About 10% is his idea of average 
sales costs, and an average of about 
5% for inside sales is favorable to 
the store. 

Outside selling, of course, runs up 
the sales costs, but it is worth it, said 
Mr. Fischmann. He also believes that 
sales costs may be reduced in the 
future, with national brands sug- 
gested as the remedy to attain this 
end. The selling of well known prod- 
ucts, the speaker said, is a way to 
reduce selling expenses. 


Explains Los Angeles 


Price-Fixing Plan 


H. Aaronson of the May Co., Los 
Angeles, brought up the subject of 
discounts, saying that they are lower 


this year, and querying ‘“‘How can we 
make a profit this year?” He feels 
that it is essential that the old-line 
discounts be adhered to and insisted 
upon by the retail industry. 

Price fixing through State fair 
trade laws came in for some fast 
discussion, with opinions being that 
it is up to the manufacturers rigidly 
to keep prices at the fixed levels. 
‘There has been considerable weak- 
ness in this respect, it was agreed, 
with certain producers named as 
offenders. The gist of opinion was 
that price fixing often complicates 
the situation, but that it probably can 
be worked out successfully if the 
manufacturers will stand by their 
original decisions. 

Mr. Aaronson discussed the so- 
called Los Angeles plan, in which the 
principal department stores formed 
an association and invited the small 
dealers to join them in efforts to stop 
price concessions under manufac- 
turers’ agreed resale prices in line 
with the California fair trade law. 


The scheme has worked out well, 
he said, with shoppers being employed 
to cover all stores, and if a price 
cutter is discovered he is cited to the 
manuacturer or manufacturers. If 
the latter do nothing, do not try to 
enforce the agreements, other mer- 
chants simply take the brand off the 
display floor, and ignore it. 

Mr. Stevens saw some danger in 
the plan, believing that such tactics 
might in time find the retailers get- 
ting themselves legislated out of 
business. 


Many Ideas Offered 


On Improving Salesmen 


Upon the topic “Planning the sales- 
man’s effort: More intelligent and 
effective direction for appliance sales- 
men, keeping alive the contact 
with customers, and follow-up sales 
technique,” Herschel Lutes, merchan- 
dise manager, the J. L. Hudson 
Co., Detroit, and chairman of the 
merchandising division, N.R.D.G.A. 
started the questions rolling by ask- 
ing what others are doing with refer- 
ence to supervisors.: He cited the 
experiences of his own company. 
In a careful answer a delegate from 
Pittsburgh said that with supervisors 
costing 4 to 5% and salesmen’s costs 
running from 10 to 12%, the over- 
head is too much. His selling staff 
has been reduced to a chosen few 
men, with the supervisors entirely 
eliminated. 


His store instills the idea in the 
men they now employ that they have 
lifetime jobs, and as a result they 
are sincere workers. All these men 
averaged good salaries during 1938, 
an extremely poor year, and they 
should be better workers for the 
store as times improve. This organi- 
zation will never, the speaker said, 
build up a big staff again, as it is 
too unwieldly. Better results are 
obtained by a picked staff, with no 


need for supervisors. 

If a department can gross 35 or 
36%, the speaker said, and with sales 
costs not over 10% and installation 
costs at 6%, money can be made. 

Others in the discussion seemed to 
agree that supervisors were costly, 
and that good results are available 
if the right type of salesman is em- 
ployed. Fewer sales meetings, too, 
were favored, as daily sales meetings 
tend to become monotonous, with 
salesmen’s tempers tried by constant 
repetition day after day. A meeting 
about once a week is about right, 
according to the opinions heard, and 
should be supplemented by special 
meetings when needed. 

W. H. Sahloff of L. Bamberger & 
Co., Newark, N. J., declared that his 
company never employed a _ super- 
visor, that men are employed who 
can be relied upon, and they are 
given every consideration and aid in 
their work. Of 10 men employed, 
four have been with the company 
over 10 years and three over .12 
years. That, Mr. Sahloff said, is the 
answer. Know your men and have 
confidence in them, he concluded. 

A. I. Denberg of the Kresge Co. 
was anxious to get some information 
as to how salesmen can be controlled 
who do both inside and outside sell- 
ing, the tendency being for salesmen 
to switch an inside customer to an 
outside one in order to collect a 
higher sales commission. 

Mr. Fischman, in answering this 
question, admitted that there has 
been a lot of chiseling on the part 
of sales staffs, and that it probably 
will continue to some extent. 

The control system used by Mr. 
Fischman’s company entails the use 
of a postal card on every outside call 
made. As the call is concluded the 
salesman asks the customer to sign 
the card, which is immediately 
mailed to the company. If customers 
refuse to sign, the salesman places 
an “X’’ on the dotted line, and that 
covers him. Every outside call made 
means a postcard record mailed to 
the company at the time of the call. 

Mr. Albright of the Pittsburgh 
Dry Goods Co. does not like checkups 
that entail bringing in the customer 
in any way. His company guards 
against it. 

A 48-hour rule is in vogue in his 
store. That is, if a card is filed by 
a salesman and the sale made within 
48 hours the salesman gets a 10% 
commission. This question of chisel- 
ing on the part of salesmen was 
agreed to be a problem, admittedly 
hard to solve in a 100% manner, with 
ideas being that the store must con- 
tinue alert. 

S. L. Stein of B. Gertz & Co., 
Jamaica, L. I., in discussing sales 
costs stated his company pays 9% 
on outside sales, with a quota set for 
each man. Those exceeding the 
monthly quota get an extra 1 to 
1%%, depending on the amount of 
business done over the set figure. 


Managers Describe 


Trade-In Policies 


Talking on trade-ins Mr. Fischman 
said his company scraps all such 
merchandise, getting them off the 
market. Only about one out of a 


The CURTIS Foundry 


To insure quality and complete control over every 
step in production, CURTIS maintains its own 
foundries. Since all CURTIS castings are for 

compressor service, they must be extremely hard 
for long life and close grained to prevent seep- 
age of gas, and to insure this a special semi- 
steel alloy is used. This close control is not 
feasible where castings are furnished by 

a jobbing foundry. 


hundred trade-ins are any good, he 
declared. . 

With a markup of 374%2% or better 
trade-ins are allowed. When mark- 
ups are less no trade-ins are per- 
mitted. 

S. V. Schoonmaker of J. Schoon- 
maker & Son, Newburg, N. Y., noted 
that his company has a maximum 
trade-in figure, with the excess over 
the amount agreed upon by the sales- 
man split between the company and 
the salesman. This offers the sales 
staff, he said, an incentive to keep 
trade-ins down to a minimum figure. 
No stores whose representatives dis- 
cussed the matter gave trade-ins on 
non-automatic refrigerators. 

Bulk of opinion was that separate 
crews for each item were costly, 
that salesmen should handle all appli- 
ances. Through this plan they had 
better opportunity of increasing 
earnings and they usually did a 
better job for the store. 

Mr. Lutes stated that separate 
crews tended to mean dead weight, re- 
ducing the enthusiasm and self-start- 
ing ability of the regular staff. He 
also brought up the subject of laun- 
dry machines and declared that he 
felt the retailers were somewhat 
dormant in going after that business. 
His idea was agreed with by prac- 
tically everyone on hand. 

Mr. Lutes also was one speaker 
who sees good potentialities in air- 
conditioning machines, but thinks 
that the manufacturers have plenty 
of work to do themselves before they 
can expect wide distribution through 
department stores. 


Disturbed By Utilities’ 


Combination Sales 


Another hot topic was “What 
effect will merchandising of appli- 
ances at cost by utilities have on 
department stores’ major appliance 
business?” That it is having a 
deleterious effect where it has been 
tried was admitted sadly, but no 
immediate cure for the ill is seen. 

Mr. Stein believes there will be 
considerably more of this type of 
promotion by the utility companies, 
saying that a recent deal by the 
Consolidated Edison Companies oper- 
ating in metropolitan New York sold 
250,000 sets, or a million units, con- 
sisting of a floor lamp, radio, iron, 
and toaster. 

Small dealers are anxious for this 
business as they get sales they never 
would otherwise. They cannot be 
blamed, said Stein, with his opinion 
being that the department stores 
would do well to get into the associa- 
tions of which these small dealers 
are members, and work from the 
inside rather than as now from the 
outside. No way of putting pressure 
on the utility companies was visioned 
by anyone present, and the subject 
was dropped with the idea that if 
anyone can effect a remedy, depart- 
ment store business will be greatly 
benefited. 

Mr. Lutes put the motion for a 
survey to be conducted by the 
N.R.D.G.A. and Nema covering the 
entire major appliance field. The 
survey would bring out actual profits 
or losses being made, with recom- 
mendations as to how to increase 
department store profits in appliance 
departments. 


In this vein Mr. Fischman dis- 
cussed the $149 refrigerator leaders 
of the mail order houses, and said 
that brand manufacturers, in meet- 
ing the price on skimped models, and 
at the same time reducing markup 
percentages, are not meeting com- 
petition. He feels the mail order 
industry has the jump on values and 
that manufacturers of branded lines 
will have to do better than they have 
done if they are to be on a competi- 
tive basis. 


He wondered how retailers are 
expected to make a profit at a mark- 
up of 20 or 28%, when many cannot 
do so on a 35% markup. Retailers, 
he urged, must guard against the 
trend to lower markups, as they can- 
not do business on some of the figures 
that are now offered them. 


a. 


THE COLD 
CANVASS 


-By B. T. Umor—— 
Sat Down Too Soon 


A. H. Holcombe, Jr. of Victor 
Sales Co., Philadelphia, was a victim 
of stage-fright when he gave the 
keynote address at the first session 
of the National Refrigeration Supply 
Jobbers Association last week. 


Here’s what happened: in the latter 
half of his talk he made a point, 
then paused—and drew -a rather 
prolonged cheer from the supply 
jobbers. Flustered, Mr. Holcombe 
sat down and the audience assumed 
that his address was finished. 


Mr. Holcombe’s complete speech 
will be published in the next isgye 
of the NEWS. 

* * *& 


Herman Goldberg Again 


No sooner did copies of last week's 
NEWS land in Chicago than attention 
was called to a front-page error, 
namely the labeling of Herman Gold. 
berg as a jobber. Twice before the 
NEWS has made that mistake, much 
to Herman’s embarrassment, since he 
is a manufacturers’ agent who sells 
to jobbers. It burns him up to be 
publicized as a competitor of his 
customers. After considering various 
ways and means of preventing a 
repetition of the error (such as post- 
ing a big sign over the proof-reader’s 
desk: “Herman Goldberg is not a 
jobber’) it has been suggested that 
maybe it would be easier for the 
always-accommodating Herman to 
change his business. 


Claude Brunton’s Nickels 


Claude Brunton, debonaire presi- 
dent of the Service Engineer’s Asso- 
ciation, favored his friends at the 
Chicago show, and casually demon 
strated the prosperity of his business, 
by handing out shiny new 19% 
nickels. The new coins, which bear 
the portrait of Jefferson and his 
Monticello home, are being distributed 
in Virginia and Mr. Brunton obtained 
a supply for souvenir purposes. I 
has been reported, and denied, that 
the new nickels will be withdraw 
from circulation because of design 
imperfections. It is also said that 
they are too thick for slot machines 

sf 8 


Austin Jones’ Pictures 


If Austin Jones spent all his time 
taking pictures, he would soon los 
some of those 215 pounds he carries 
around. Jumping up on chairs ani 
rolling on his back he “sweats up’ 
like a prizefighter. 

If you want prints of any of the 
pictures which Austin took durin 
the convention, address him at P.O. 
Box 16, Omaha, Neb., and he wil 
furnish the prints at cost. 


W. A. Leonard’s Roses 


W. A. Leonard of Imperial Bras 
kept the boys in his booth suppliti 
with a different boutonniere for eve 
day during the show. On the last da) 
John Allman and the rest of the cr 
were sporting pink sweetheart rosé 


Nice gesture. 
* ¢ & 


Sandy Pratt’s Trees 


Sandy Pratt carried a load @ 
California redwood trees to Chicas’ 
and presented the seedlings to Ba 
ern friends. There was only @ 
slight hitch, As Sandy made! 
presentation he said: “You know ™ 
wood trees won’t grow anywhere” 
the world except California.” 


The fdundry is but another example of 
Curtis insistence upon quality in manu- 
facture, of assuring extra value. From 
drafting board to finished product, 
every step of production is under Curtis 
control, followed through step by step 
in the vast Curtis 20-acre plant. 
It is this care and precision that : 
result in the exceptionally long life, Gg ° > 

high efficiency and care-free per- j j j 
formance of every Curtis Con- 
densing Unit. | 


At left—The Curtis 15 H.P. Shell 
and Tube Condensing Unit. 


CURTIS 


REFRIGERATION 


AIR CONDITIONING 
ano COMMERCIAL 


orld sell move 
Copelands 


{et 
Because they’re built ht—super-featured 
quick sale, “auper-powered for performance ae 
Because they’re priced right—giving Jaye kai 
great advantage of low cost, low down ot 
easier terms. i Mi 
Write TODAY for facts ¢ 


“Builders of Condensing Units 
Since 1922" 


CURTIS REFRIGERATING MACHINE CO., 1912 Kienlen Ave., St. Louis, Mo. ceeiiibemaneaciaaee 


Division of Curtis Manufacturing Company 
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TPENERAL ELECTRIC HAS BUILT A BETTER 
REFRIGERATOR AT A LOWER PRICE £2 


Research Keeps General Electric Years Ahead! 


This year as always, you can look to General Electric for 


Ree oe 


leadership in the genuine contributions that make for 


better refrigeration at less cost. From the famed General 
Electric “House of Magic” came the sealed mechanism, 
the all-steel cabinet, the stainless steel super-freezer and 


7 : a long list of other notable “firsts.” And now General 
| P Electric gives you perfected Selective Air Conditions! 


THE NEW G-E CABINET, with Selective Air 
Conditions perfected by General Electric, 
gives the best method for convenient, 
economical and practical home food 
preservation known to modern science. 


7 


4 


Here’s the daddy of them all! 
The simple, silent, sealed-in-steel General 
Electric THRIFT UNIT, now widely imi- 
tated, has been constantly improved 
through thirteen years of manufacture and 
f = holds an enviable record for dependable 
4 performance and enduring economy. It 

, now has forced-feed lubrication and oil 
cooling—features that give quieter opera- 

tion, lower current cost and longer life. 
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SUB-FREEZING STORAGE HIGH HUMIDITY AND LOW HIGH HUMIDITY AND MODERATE SAFETY-ZONE STORAGE 
TEMPERATURE STORAGE TEMPERATURE STORAGE 


load of 

Chici Anda * 4 
om General Electric’s new “Thrifty-Six” Big . Td 
— is a NATURAL... not all the fancy NEW lf | Y- Y) 4 
where 2 i 
” features of General Electric deluxe All-Steel Cabinet ¢ Porcelain Interior 


models but a big, dependable refrig- 


erator that’s a beauty and a bargain! 


e Silent, Sealed-in-Steel General Electric 
THRIFT UNIT with Oil Cooling and 
5 Years Performance Protection. 


_ GENERAL 6 ELECTRIC 
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Ira Reindel Throws a Party 


Detroit’s Wardell hotel has the 
reputation of being somewhat of an 
old ladies’ home. Place for elegant 
living, quiet dining, peaceful after- 
dinner cigars, and perchance a quilt- 
ing bee. 


Nevertheless, when Norge, through 
Ira Reindel, invited members of the 
Detroit section of the American 
Society of Refrigerating Engineers 
and their wives to a party at the 
Wardell Friday night, there was a 
fine turn-out. And it was a good 
party. 

Ira and his jolly wife knew just 
what that crowd would like, and 
gave it to them in good measure. 
A good band for dancing, with a 
repertoire of old-fashioned waltzes. 
A pair of romantic troubadours, with 
guitar and accordion, who eventually 
led the group in the singing of such 
grand old ditties as “I Wanna Girl 
Jus’ Like the Girl That Married 
Dear Old Dad.” And, finally, Mrs. 
Reindel presiding at a long buffet 
of good things to eat. 

One of the gentlemen thought he 
would treat to a round of drinks, and 
called a bellhop, to whom he com- 
municated his intentions. 


“Sir,” said the bellhop, drawing 
himself up to military attention, “we 
don’t cater to rowdy parties.” 

Which reminded someone there of 
the old one about the minister who 
was preaching to his faithful Sunday 
morning flock of near-octogenarians 
on the _ subject, “Flee, Youthful 
Follies.” 

‘T think, Samantha,” said one old 
maid to her neighbor, “the reverend 
is barking up the wrong tree.” 


* * * 


Hell’n’? Maria, 
This Is a War! 


Glenn Muffly is back in Detroit for 
a few days, which he is spending in 
the Public Library. Almost everyone 
in the industry knows Glenn as a 
former president of the A.S.R.E., an 
expert on refrigeration codes, a chief 


PERSONALITIES 


By George F. Taubeneck 


engineer, and an inventor. Currently 
he is working on two-temperature 
household refrigeration. 

It may not be so well known that 
he holds many automotive and avia- 
tion patents; and that during the 
World War he was chief engineer of 
a factory which turned out aircraft 


_motors. 


Our new rearmament program, 
which has as one of its chief objec- 
tives the preparation of American 
industry for turning out war mate- 
riel by mass production on _ short 
notice, reminds Mr. Muffly of some 
of the headaches and wastage of 
those feverish days in 1917. 


His factory had been assigned the 
job of copying a popular French air- 
plane motor, and turning it out in 
quantities. This particular motor had 
been designed for slow hand produc- 
tion in small tool shops. By redesign- 
ing it for mass production, literally 
millions of dollars could have been 
saved. Nevertheless, the army au- 
thorities had decreed that the design 
must not be changed one iota. 


So 450-pound blocks of steel were 
hacked away to become 28-pound 
cylinder blocks. The tachometer 
didn’t fit the engine, so a gear reduc- 
tion box had to be built for each one. 
(This was designed, tooled, and pro- 
duced in 24 hours, when the non- 
fittance was discovered.) And so on. 


Occasionally, however, Yankee go- 
get-iveness circumvented Army red 
tape. Certain tools were needed. 
These were requisitioned. In the 
ordinary course of events, they might 
be expected any time from a month 
to nine weeks. Glenn sent a “runner” 
out, who took taxis and rounded up 
everything he needed around Pitts- 
burgh shops in a day’s time. 

He piled these in six taxis, made 
a dash for a railroad station, and 
engaged a couple of Pullman drawing 
rooms. He and the taxi drivers 
started to load the tools into the 
Pullmans. 

“Here,” shouted the conductor, the 
brakeman, the station agent, and the 
yardmaster, to say nothing of a 
couple of vice presidents who came 
a-running, “you can’t do that. That’s 
freight.” 
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@ In the new Tripl- 
Sealed Line Valve the 
life of the diaphragms 


FATIQUE 
POINT 


is greatly prolonged, thus im- 
measurably adding to the life 
of the valve itself in service. 


In conventional diahpragm oper- 
ation the diaphragm operates 
through and beyond its center 
point, producing what i is gener- 
ally known as “oil can” action. 
This continual snapping when 
opening and closing the valve 
fatigues the metal at the edges 
where it is secured to the body, 
and ina comparatively short time 
results in service failure of the 
valve. The diaphragm of the new 
valve has approximately 20% 
increased surface area over 
other types of diaphragms in 
similar sized valves, but most 
important of all IT IS NEVER 
DEFLECTED PAST ITS NORMAL 
CENTER WHEN OPENING OR 
CLOSING THE VALVE. 


A single turn only is all that is 
necessary to open or close. 


Send for illustrated literature. Order 
through your jobber. 


“Hell ’n’ Maria,” shouted the 
runner, thus antedating Charles G. 
Dawes by several years, “this is a 
war!” 

The tools were delivered in 24 
hours. 

* * * 


Riding the Rods 


Mr. Muffly also revealed that for 
two years following his graduation 
from Ames, he worked in machine 
shops all over the middle west to 
gain shop experience. Never would 
he work on one routine job longer 
than three days. If he couldn’t get 
shifted to another job, he’d hop a 
freight train and move on to the 
next town. 

One wonders how many of today’s 
“underprivileged” college graduates, 
who are having difficulty finding 
“positions” and are blaming it on 
the capitalistic system, would go and 
do likewise. 

* * * 


Refugee Reichsfeld 


When Alfred Reichsfeld wrote the 
NEWS from Vienna that he had lost 
his business (commercial refrigera- 
tion equipment manufacturing) and 
been separated from his family as a 
result of the German annexation of 
Austria, and its attendant Jewish 
persecution, the NEWS published his 
letter. 

Within a few days M. George 
Tigar of the Tigar Refrigeration 
Corp., Chelsea, Mass., a crack Frigid- 
aire commercial dealership, wrote 
that he’d be happy to help Mr. 
Reichsfeld get an affidavit, and would 
assume responsibility for his emigra- 
tion to America. 

At the All-Industry Refrigeration 
and Air Conditioning Exhibition in 
Chicago Mr. Tigar dropped in to tell 
us that he’d experienced quite a bit 
of difficulty in helping Mr. Reichsfeld 
make arrangements to leave. First 
of all, he couldn’t get in touch with 
him. 

Recently, however, contact was 
established through the American 
mission of the Society of Friends 
(Quakers), and now Mr. Tigar hopes 
it won’t be long before Mr. Reichsfeld 
can come over to the Promised Land. 

> * * 


Folding Compressors 


And that reminds us of a remark 
made by Kaj Aage (pronounced 
“Ki Oh’) Hartvig-Hansen, the young 
man from Denmark who visited the 
NEWS a fortnight ago. Mr. Hartvig- 
Hansen spent a most educational two 
days at the All-Industry Exhibition. 
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Condensing units that 
are superior in capac- 
ity and performance. 
Sizes from ¥% to 15 h.p. 


Universal Cooler Corp., Detroit 


BUNDY TUBING 


_Copper-Brazed Steel. Cop- — 
er Coated Inside and 
ut. Sizes: «" to %*" O.D. 


BUNDY TUBING CO., DETROIT 


Refrigerant Valves 
Pilot Piston Operated—Ask for Catalog 


ea GENERAL 
y CONTROLS 
Chicago, 


tl.—450 E. Ohio St. 
Other offices in principal cities 


ADD TO YOUR PRODUCT 
THE REPUTATION OF 


PENN Conutrot 


Write for Catalogs 
PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


We asked him about German com- 
petition for American refrigeration 
equipment in Denmark. 

“It used to be fairly good,” he said, 
“but more recently they have lost 
out because of their inferior products. 
All their good metals they use in 
armaments; the inferior grades and 
substitutes put into their machinery 
fold up like a paper hat.” 

*- * 


Emergency 


One night recently a storm blew 
the electrical power system which 
serves the Chicago Municipal Airport 
galley-west-by-south, the lights, radio 
beam, and radio communications 
went dead as midget golf. 


With the airport in darkness and 
ships flying around waiting for the 
mating call from the radio beam, a 
hurry-up call for the American Air- 
line air-conditioning trucks was sent 
in. These trucks, used to air condi- 
tion the planes, had to double in 
brass as the generator on one was 
used for light and power, and the 
generator on the other conditioning 
system was used to power the radio. 

And that was the only radio sta- 
tion on the air during the storm’s 
fury. Planes got the beam, sighted 
the lights, and landed. 


Exhibitors Report on 
Brisk Buying At Show 


(Concluded from Page 1, Column 2) 
concerned and exceeded all expecta- 
tions, what the exhibitors were really 
open-mouthed about was the real 
buying interest manifested by those 
who attended the show. 

Air-conditioning department of 
Fairbanks, Morse & Co. sold $10,000 
worth of equipment and signed up 
seven new dealers, including one 
from Pennsylvania and one from 
Canada. J. W. Bostwick, who had 
gone into the show merely as a 
“gesture,” was forced to hustle back 
to his office on Monday, the first day 
of the show, to get order blanks and 
dealer contract forms. 

The Dole Refrigerating Machine 
Co., which had reported no business 
done at’ the huge and highly pub- 
licized Dairy Industries Exposition 
last fall in Cleveland, reported seven 
“big” orders, any one of which would 
have made it worth their while to 
participate in the show. 

Herman Goldberg, manufacturers’ 
agent selling exclusively to jobbers, 
wrote $12,000 in signed orders during 
the course of the show. “It’s the first 
convention at which I ever sold any- 
thing like that,’’ Herman said. 


One exhibitor who declared that 
he had “no interest in jobbers, deal- 
ers, or service men” and who was 


interested only in seeing “executives 
and top engineers of manufacturing 
firms,” was frankly skeptical about 
his participation in the exhibition. 
At the end of the show he told R. 
M. McClure, manager of the exhibi- 
tion, that he had seen every man he 


You Can Install 
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had hoped to see and a half dozen 
more that he never expected to See 
at the show. 

Officials of Modern Equipment 
Corp. declared that they could hayg 
gone home Monday night, at the 
close of the first day of the show, 
more than well repaid for the money ~ 
and effort they had spent in order to 
participate. 

One company reported 365 orders 
or definite prospects for orders signeg 
up during the show, and claimed ty 
have been forced to get more ordey 
blanks and more men to man the 
booths. 

Gale Products Co. sold its samples 
off the floor and had to wire the 
factory for additional equipment, 

Copeland Refrigeration Corp. sojq 
20 units before the show had openeg 

Kold-Hold Mfg. Co., which came 
into the show at the last minute, 
declared that it had got “a fine ry 
for its money.” 

Air-Maze Corp., manufacturer of 
air filters, reported that it did “| 
nice business” at the exhibition. 

Those attending the show came 
from all corners of this continent— 
from Florida, Texas, California, Noyg 
Scotia, Louisiana, Oregon—and there 
were even a few visitors from abroad 
who had come particularly for the 
show. 

Special cars bearing delegations 
of dealers, engineers, jobbers, and 
service men came from California, 
Canada, Detroit, St. Louis, an 
Milwaukee. The Milwaukee group, 
40 strong, came in on a special car 
Tuesday and were taken from the 
station to the Stevens hotel in a 
specially chartered bus. 

The show committee reported 1,276 
registrations on Monday, Jan. 16; 
2,332 registrations on Tuesday; and 
2,099 registrations on Wednesday, 
The committee is planning to makea 
breakdown of the registrations by 
hours so that some idea of when the 
peak attendance comes will be indi- 
cated. 


3 More N. Y. Firms Issue 
Retail Price Contracts 


(Concluded from Page 1, Column }§) 
new refrigerator models for 1939, 
With three additional lines—Norg, 
Leonard, and Gibson—reported &# 
ready to enroll their dealers undef 
the price-fixing act, efforts of th 
Metropolitan League of Appliance 
Dealer Associations to effect 4 
stabilization of prices in the refrig- 
erator as well as the radio field 
appear to have been successful, 4 
least for the time being. 
Commenting on the contracts, Rus 
sell A. Atkinson, chairman of the 
association’s refrigeration committee 
said that while there is no specific 
trade-in allowance in that portion o 
the contract relating to them, “it § 
a well-known fact that only about li 
to 18% of the refrigerator sales it 
the New York area are trade-in sales 
“The feeling of the dealer associa 
tion is that, if it is possible to fis 
clean up the refrigerator prices % 
far as sales without a trade-in at 
concerned, it will be a big step in th 
right direction,” he continued. 
“The Metropolitan League fet! 
that, after a year of this type @ 
contract, everybody concerned will ® 
in a better position to make 4 ir 
tract which can be more specific, * 
far as trade-in allowances are 0 
cerned.” 


“ANSUL REFRIGERANTS’ 


=) Just off the press—the new 68-paged edition o ] 
**Ansul Refrigerants”. 
introduction to you who received the first edition 
Now it has been revised, brought up to date, enlarged 
—with new charts, new tables, new illustration® 
Write for your copy today. ‘‘Ansul Refrigerants” * 
priced at $1, but if you use the coupon—no charg* 


euGeGrGaC nm ee ee ae ee 


| USE THIS COUPON...WORTH $1.00 


| Ansul Chemical Co., Marinette, Wisconsin 
Gentlemen: 


| et i tan” copy of “Ansul Refriger- 


| Name 


| Firm 


| “Address 


| City State 


This useful book needs P° f 


FROM THE TABLE OF CONTENTS 
Complete Data on Sulphur Dioxide and Metby! 
Chloride e Comparison of Refrigerants * Prac 
tical Use of Tables and Data e Lubricatio® * 
Handling Refrigerants e Measuring 

e@ Methods of Temperature Control * 
pressor Data e Suction-Line Pressure Drop * 
Ansul Cylinder Equipment e ICC Regulatio#’ 
e Miscellaneous Data e Useful Formula 
Definitions, etc, etc. 


ANSUL CHEMICAL CO: 


MARINETTE, WISCONSIN cA? 
There is an ANSUL JOBBER Near! 
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On the inside. Good place to be if 
you want to grow. For that’s where 
the profits are! Not chucked over the 
fence at you as you walk by wonder- 


ing where all the business is! 


You KNOw as well as the next man that 
an organization doesn’t pile up 25 con- 
secutive years of big-time refrigeration 
equipment building without having 
something on the ball. And without learn- 
ing something about that much-abused 
word, Psychology. Which is why, al- 
though we keep “open house” for com- 
mercial distributors who would like to 


join us, we never high-pressure or at- 
tempt to rush them. 
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We pay you, in fact, a compliment. The 
compliment of assuming you’re intelli- 
gent, hard-headed business getters and 
business takers. We give you facts, not 
floating generalities. We believe we can 
go places together and we back up that 
faith by pointing to our ‘‘on-the-record” 
achievements in the engineering, testing 
and manufacturing field. And to the 
tested Kelvinator Sales Production Line 
Plan which adds a proved method of se/l- 
ing to that eye-opening list. 


More facts! We suggest that a tie-in 
with us would flatter your bank account 
not only because of the Silver Jubilee 
but also because of our seven strate- 
gically located Kelvinator Commercial 


inator 


Kelvinator commercial products include: Room Coolers and Store Air 
Conditioners, Central System air conditioning equipment—Automatic 
Heating equipment for oil, gas or coal—Commercial Refrigeration 
equipment— Water Coolers —Beverage Coolers—Ice Cream Cabinets 
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Division Offices, each staffed with trained 
personnel qualified to work construc- 
tively with distributors. And also because 
of our 14 warehouses at key points 
that simplify and speed up delivery of 
products. 


The complete line of equipment listed 
below opens up to you widely diversified 
markets ... for any season, or all seasons, 
of the year. 


Figures! Facts! And more of them 
where these come from. Out-of-the-blue 
claims are out of luck in Kelvinator prac- 
tice and publicity. Ask us for more “‘in- 
side” information that you can bank on! 
Pair of shears and the coupon does it. 


KELVINATOR, Division of Nash-Kelvinator 
Corporation, Dept. K-17 ¢ Detroit, Michigan 


Gentlemen: Please send me your Franchise 
Book on opportunities with: 


() KELVINATOR COMMERCIAL 
EQUIPMENT 


(] AIR CONDITIONING 


Name 


Firm Name 
Street Address 
City 
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Distributor - Dealer Deings 


New Set of Greusel Letters Gives Definition 


Of Appliance Distributor’s Functions & 
Further Data on Folly of Price-Cutting 


Editor’s Note: About two months ago we published extracts 
from five letters which the Greusel Distributing Co. sent out to 
its dealers, concerning distributor-dealer relationships and the 
conduct of a retail appliance business, feeling that the information 
contained therein was of much value to other distributors and 


dealers. 


The Greusel company has followed up its first batch of letters 
with another series, which are extracted here. 


MILWAUKEE — Further sugges- 
tions for appliance dealers to follow 
in conducting their business along 
profitable lines is included in the 
second series of five letters being 
sent to a wide list of its retail cus- 
tomers by Greusel Distributing Corp., 
Crosley distributor. 

First five letters in the series 
appeared in the Nov. 23 issue of the 
NEWS. 

While the opening letters of the 
series dealt with such business 
fundamentals as the relation of sales 
volume to net profit, the cost of 
doing business, and the importance 
of advertising, those in the current 
series take up the place of the 
jobber in the appliance picture, store 
and window displays, the fallacy of 


“(2) Buy carefully so you may 
get the proper merchandise turnover. 

“(3) Prevent obsolescence of types 
as much as possible by depending on 
your jobber for ‘spot’ deliveries. 

“(4) Avoid price reductions in 
your inventory by depending on your 
jobber for your immediate require- 
ments.” ; 

Next letter in the second series is 
titled “Increasing Volume with Little 
Additional Cost,” and deals with 
window and store interior display. 

“Effective window display is one of 
your best and cheapest advertis- 
ing expenditures,” the letter reads. 
“Most manufacturers furnish display 
material at their exact cost or with- 
out cost to you! Colorful, spectacu- 
lar, impressive moving displays that 


Table 1—’Break-Even’ Table For Dealers 


Operating PC. PC. PC. PC. PC. P.C. P.C. 
Expense of Of5%  0f10% of 12%4% of 15% of 16%% of 20% of 25% 
20% V.LN. 83% 100% 167% 300% 488% ... 
25% V.LN. 25% 67% 100% 150% 200% 400% ... 
30% V.LN. 20% 50% 68% 100% 125% 200% 500% 


P.C. = Price Cut. V.I.N. = Volume Increases Needed. 


cut-price selling, and the importance 
of a consistent policy in gaining cus- 
tomer confidence. 

“Webster’s Dictionary defines a 
jobber as ‘one who buys in large 
quantities and resells in small lots,’” 
opening letter of this second group 
says. 


DEFINITION UNCHANGED 


“In principle this definition has not 
changed much in recent years and 
the same merchandising responsi- 
bility remains with the merchant 
whether he is a Jobber, Distributor, 
or Wholesaler. 

“Our idea of a jobber is—‘One who 
buys in proper quantities and resells 
to the dealer in sufficient quantities 
to permit that dealer to make a 
proper profit—based on frequent 
turnovers.’ 

“As a jobber serving the require- 
ments of dealers in this area for the 
last 25 years, we are sincere when 
we say that we have our customer’s 
interest at heart at all times. It is 
our responsibility to carry enough 
merchandise to serve him promptly. 
We do not subscribe to a policy of 
‘loading’ a dealer, as we have seen 
too many ‘come and go’ who oper- 
ated on this basis. 

“We want our dealers to welcome 
our salesmen each time they call, 
and if our appliances are sstill 
‘unsold’ after many months of 
exposure, a certain resistance exists 
that makes it ‘tough’ for our repre- 
sentative to secure more orders. 

“Our suggestion to you is— 

“(1) Let the jobber carry the 
warehouse stock. 


stop traffic, create desire, and bring 
customers into the store are your 
greatest sales building opportunities. 

“Make the most of this simple 
form of advertising. Change win- 
dows weekly, rearrange them fre- 
quently, and keep them clean and 
orderly. Use the same merchandise 
if necessary, but change cards, back- 
grounds, and position of appliances. 
Ask your vendors for window display 
material. Use it properly and you’re 
bound to secure good results. 


INTERIOR DISPLAY: IMPORTANT 


“A correct interior display is most 
important. Arrange your store in 
such a manner that its attractiveness 
will hold the attention of your pros- 
pect until you can serve him, even 
though you are unable to take care 
of him immediately. 

“Neat, clean, colorful backgrounds 
and display cards should be used 
freely with appliances. All should be 
kept immaculately neat and clean. 
If necessary, use the same material 
you had in the window the week 
before. Arrange comfortable chairs 
at points where customers. will 
observe your merchandise displays, 
also tables with small appliance and 
leaflets. 

“Do not crowd your floor space, 
nor pile small appliances unattrac- 
tively on major items such as ranges, 
washers, or ironers. Nothing repels 
a customer so much as a store that 
is carelessly arranged and upset in 
its appearance.” 

Hard-headed figures are used in 
the letter of the series which points 
out the fallacy of selling appliances 


running, noiseless. 


45 TOWNSEND STREET 


MANHATTAN V-BELTS 


Customer Builders.... 


Trouble-free drives because they are built for steady 
service. Exclusive construction—endless whipcord strength 
member completely floated in rubber and placed in the 
neutral axis—resists destructive internal heat, stretch and 
side-wear. Thus, they remain: flexible, strong, smooth 


THE MANHATTAN RUBBER MANUFACTURING DIVISION 


of Roybestos-Manhattan, Inc. 


PASSAIC, ON. J. 


When Ccrosiay | Dishinutore Got the Starting Gun For a New Year 


(Left) “Time out for lunch” and Crosley distributors talk over the year’s prospects with two officials of the 


corporation. 


Left to right around the table are W. J. Calsam, Anthracite Radio Co., Scranton, Pa.; John J, 


Hope, Jr., Crosley Corp. credit manager; Ernest Kronson, Ontario Electric Co., Buffalo; Lewis Crosley, vice 


president of the company; and C. E. Lytle, Southern Minnesota Supply Co., Mankato, Minn. 
Hazie, San Diego Auto Electric Co., 


(Right) E. B, 


is awarded the president’s cup by Powel Crosley, Jr., for attaining the 
largest percentage of quota among distributors in 1938. 


at cut-price figures merely in order 
to move the merchandise. 

“Few dealers realize what is in- 
volved when they cut prices to draw 
extra customers into the store,” it 
says. ‘They may reason like this. 
. . . ‘Let’s see now, this month I'll 
take those ‘Blankety Blank’ radios 
that we have in stock and reduce the 
price from $100 to $89.50. Won't 
make much money, but I’ll sell the 
stock I have.’ 


APT TO LOSE 


“As a matter of fact, a dealer is 
apt to lose money on a deal like that, 
as a study of the chart (Table 1) will 
indicate. Our purpose in presenting 
this material is—not to discourage 
the making of special offers, but to 
encourage a careful consideration of 
them before making a_ decision. 
Better to spend a few _ earnest 
moments with a pencil beforehand 
than a few hours with a headache 
when the month’s profits are figured. 

“The regular price of merchandise 
is assumed to carry the operating 
expense, including profit. The chart 
(Table 1) shows exactly how much 
additional volume must be done to 
break even at the various percent- 
ages of prices cut.” 

“Create confidence with customers 
by establishing a sound policy and 
sticking to it consistently,” the next 
letter advises. 

“Earn the reputation of being a 
one price dealer. Establish a ‘mark 
up’ to show a fair and satisfactory 
profit and then stick to it religiously. 
Don’t take chances of incurring the 
ill will of a customer who did not get 
so good a deal as her neighbor. You 
may not get the unfavorable reaction 
direct, but you can rest assured that 
the entire neighborhood will learn of 
it and your business reputation will 
be injured. 

“Goodwill is a most valuable asset, 
and a dealer should guard it con- 
stantly with fair treatment to all 
customers alike. 


“Good dealers improve with ex- 
perience— 

“Poor dealers—operating on a shoe 
string—are continuously failing— 

“We welcome new dealers into the 
field who are adequately financed and 
who possess competent personnel, but 
we are more inclined to help present 
dealers than to attempt to create 
additional sales by creating additional 
dealers. 

“Dunn & Bradstreet state that 
89% of the failures among electrical 
dealers are occasioned by lack 
of capital and incompetence. Good 
dealers should not attempt to com- 
pete with fly-by-night dealers of this 
class. Good distributors should not 
contribute to a survival of such 
dealers. 


HELP GOOD DEALERS 


“Our policy is one of helping the 
good dealer become stronger—and 
we subscribe to the thought that all 
distributors should join in a move- 
ment to eliminate, by sound credit 
extensions, all weak, incompetent 
dealers who fail to build soundly or 
constructively in the industry.” 

“We could continue for weeks, 
giving council and advice on how to 
improve the specialty dealer, but all 
things must end—and with the ap- 
proach of an active holiday period, 
our dealer friends’ time will be 
devoted completely to selling prob- 
lems,” the final letter in the series 
begins. 

“One fact has been established 
during this hectic year of 1938—some 
dealers have done less business and 
made more money than during the 
‘easy sales’ period of 1937. ‘These 
dealers did not cut into their profits 
with excess trade-in allowances or 
by price concessions. They surprised 
even themselves—but they are better 
businessmen for it, and will continue 
selling on a sound profitable basis. 

“We have tried to point out the 
absolute necessity of obtaining an 
adequate profit on each transaction. 


Once this lesson is learned it is easy 
to apply other ‘business-getting’ 
methods and extend still further , 
growing, healthy home appliance 
business . . . the best business one 
can engage in. 

“May we suggest some of these 
additional ‘business getters’: 

“Direct-by-mail advertising .. , 
that will be read. 

“Newspaper advertising .. . that 
will appeal. 

“Telephone calls . . . used and 
timed properly. 

“Electric and neon signs .. . in- 
viting people into your store. 

“Local and home show displays 

- with special demonstrations. 


“Inside selling . . . by properly 
trained sales people. 
“Outside selling . . . to actively 


follow up leads and prospects. 

“The ‘Profit Motive’ should be your 
creed, and it is well to remember 
the old adage, ‘Only the Strong 
Survive.’ ” 


R. Cooper Jr. Elects 
Vice Presidents 


CHICAGO — Promotion of C. L 
Hobbs and J. F. Brooks to vice presi- 
dency posts with R. Cooper Jr., Inc, 
General Electric distributor for Ili- 
nois and part of Indiana, has been 
announced by S. B. Maher, vice presi- 
dent and general sales manager. 

Mr. Hobbs will continue to be in 
complete charge of the company’s 
city dealer department, while Mr. 
Brooks will head all service work. 


Schoss & Maycock Elected 


SALT LAKE CITY—Fred Schoss 
of Ogden and B. L. Maycock of Provo 
were elected new vice presidents of 
the Electrical League of Utah fol: 
lowing amendment of by-laws to pro 
vide representation from _ near-by 
cities. 


155 PAGES of Authentic indi- 
vidual appraisals, listing trade-in 
allowances for more than 1200 
different models in use all over 


the United States. Expressly Compiled by HERMAN HANTOBER, 
planned to eliminate guesswork pas oy for such Refrigeration Distributors as: 


and uncertainty in identifying and 
appraising trade-ins, 


NATIONAL MARKET 


quickly pays for itself many times 


over. 


The authorita- 

tive APPRAIS- 

AL DATA 
BOOK for all leading 
makes of mechanical 
refrigerators. Based on 
actual ~~, of 
thousands of used re- 
frégerators every year, 
the NATIONAL 
MARKET INDEX 
protects your trade-in 
profits 


sre SERIRAIE corte 
AL EL’ 
INDEX KELVINATOR 
LEONARD 
SPARTON 


STEWART-WARNER 
WESTINGHOUSE 


* IF YOU CANNOT SECURE YOUR COPY FROM YOUR ELECTRICAL ASSOCIATION, WRITE TO NATIONAL 
REFRIGERATION PUBLISHING COMPANY, INC., 3028 W. HUNTING PARK AVENUE, PHILADELPHIA, PA. 


..Crosley Distributing Corp. 

aaa ar 
Brooklyn Borough Gas Co., Kings gd Lighting Co. 

Consolidated Edison Co. of N. Y., Inc. 


formerly Authorized Official 


Brooklyn Union Gas Co. 


General sdbtens Sales Corp. 

Rex Cole, Inc. 

Div. of Nash- Kelvinator Corp. 
E. B. Latham & Co. 
Bushwick-McPhilben Corp. 
Wholesale Radio Seutpment Co. 
Times Appliance 
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TVA Customers Spent 
An Average of $54 In 
1938 For Appliances 


WASHINGTON, D. C.—Appliance 
dealers in the TVA _ area _ sold 
$1,612,000 worth of appliances during 
the past fiscal year, an average of 
$54 per customer, according to the 
annual TVA report which was sub- 
mitted recently to congress. The 
sales represent the total volume of 


the 400 dealers in the section. 

The report showed that about 60% 
of residential customers using TVA 

wer at the end of last year had 
electric refrigerators, compared to 
jess than 50% for the nation. Twenty- 
three per cent had electric ranges, 
compared to 9% for the country as 
a whole. Expenditures for the pro- 
motion of increased sale of electricity 
have been pa:d for in the purchase 
of increasing amounts of power by 
distributing agencies. 


No License Necessary 
To Use ‘Sterilamp’ 


BLOOMFIELD, N. J.—It is not 
necessary for manufacturers of re- 
frigerators to obtain a license in 
order to use the Westinghouse “Steri- 
lamp,” the bacteria-destroying lamp 
developed in the Westinghouse lamp 
laboratories here, declares A. Frankel, 
manager of special products sales 
department which has charge of 
Sterilamp sales. 

“Use of Sterilamps in connection 
with the preservation of meats is 
open to any manufacturer who will 
purchase the necessary equipment, 
and who will obtain from us the 
assistance necessary to do the job 
properly,” Mr. Frankel states. 


An Illinois Court Rule 
Holds Retail Store 
Can’t Be Picketed 


CHICAGO —TIllinois retail estab- 
lishments can no longer be picketed 
by outside unions if there is no strike 
or controversy in progress with em- 
ployes of the establishment, the Illi- 
nois Appellate Court has ruled. 

A permanent injunction was issued 
enjoining an American Federation of 
Labor union from picketing a retail 
store, and the decision pointed out 
that the Illinois Legislature had 
failed to amend the state labor in- 
Biunction law to permit such picketing, 
ashas been approved by the Federal 
Norris-LaGuardia act adopted by 
Congress in 1932. 

A lower court had previously dis- 
ilved the injunction. 

The decision read in part: 

‘There may be persuasive reasons 
vhy the Legislature should adopt an 
act similar to the Norris-LaGuardia 
Rect, but to hold that because this 
hould be the law it therefore is the 
fw in this state, is encroaching upon 
he province of the Legislature.” 


New Company Plans an 
le Cream Freezer 


And Mix 


COLUMBUS, Ohio — Fresh-Craft, 
‘, has been incorporated with 500 
ares of no par stock to manufac- 
ire a new type of ice cream freezer 
id Ice cream mix. The new firm’s 
mintipals are L. L. Oldham, R. L. 


imphry, T. W. Cutlip, and B. R. 
umphrey, 


Dealer Makes Quota Early, 


Celebrates Early 


UTTLE ROCK, Ark.—Because it 
— its 1938 sales quota in 11 
bc; the Electric Appliance & 
“igeration Co., 204 Louisiana St., 
ne rating its first anniversary in 
reatd instead of waiting until 

uary, the actual birthday month. 


larkin Co. Moves Branch 
In New York City 


“oped YORK CITY—Branch fac- 

ves @rkin Coils, Inc. here was 

r Jan. 1 from 102 Fifth Ave. 
“889 E. 1ith St. 


en 
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ruEnew SERVEL 
SILVER FLEET 


REFRIGERATING MACHINES 


Eye Appeal... 


Finished in a lustrous silver trimmed in black over 
Bonderized surfaces, these new Servel_ refrigerating 
units are permanently attractive to the eye. 


Far Appeal .. . 
No line in history has approached the low noise levels 


achieved by the Servel Silver Fleet machines. Their 
operation is as smooth and silent as a sailboat. 


Purse Appeal . . . 


The Silver Fleet provides a unit for every type of 
installation. There are big ones, little ones, middle-sized 
ones—with air-cooled, water-cooled or evaporative con- 
densers. There are low-temperature units, standard 
units, and heavy-duty units for high back-pressure work. 
There are deluxe models, regular models, and models 
stripped of every bit of tinsel for the price-minded buyer. 


Quality Appeal .. . 


From the largest to the smallest, from the highest-priced 
to the lowest, traditional Servel quality characterizes 
every unit. 


LONG LIFE : 
LOW MAINTENANCE COSTS 
LOW OPERATING COSTS — 


You will never know the whole story of the Silver Fleet 
until you have actually seen and used these new units. 
But our new 72-page catalog will give you a great deal 
more information than we can put in this small space. 
Just write us on your letterhead. 


SERVEL, Inc. 


Electric Refrigeration and Air Conditioning Division 


EVANSVILLE, INDIANA 
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Cash Discount Practices, Price Cutting and 
Manufacturer’s “Stock Points’ Are Major 


Problems Discussed 


(Concluded from Page 1, Column 1) 
lished procedure for making amend- 
ments to read as follows: 

“Article IV-(b) The term ‘Refrig- 
eration Supply Jobber’ is defined to 
mean persons, firms, or corporations 
actively engaged in the sale of 
refrigeration and air conditioning 
equipment, parts and supplies at 
wholesale to the trade as defined in 
paragraph (a) and who does not 
directly by retail sales, installation 
or service, or indirectly by sales to 
exclusive dealers compete with dis- 
tributors, dealers, or independent 
service organizations which are nor- 
mally some of the trade factors to 
whom the refrigeration supply jobber 
is expected to market refrigeration 
and air conditioning equipment, parts 
and supplies. 

“Paragraph (a) referred to in the 
resolution reads as follows: ‘The 
term “Trade” is defined to include the 
following: Servicemen, Dealers, Ma- 
chine Distributors, Contractors, Ice 
Cream Manufacturers and other 
recognized outlets.’ ”’ 


EXECUTIVE COMMITTEE 


Resolution authorizing the board 
of directors to appoint an executive 
committee and defining its limitations. 

“Whereas, Our president in his 
annual address has pointed out the 
desirability of appointing an execu- 
tive committee to function for the 
board of directors on emergency 
and other matters where it is im- 
practical to call the entire board of 
directors together, therefore be it 


“RESOLVED, That it is the con- 
sensus of opinion of this meeting 
that this suggestion is desirable, and 
be it further 

“RESOLVED, That the board is 
authorized this year to appoint an 
executive committee of not to exceed 
five members, and be it further 

“RESOLVED, That this committee 
shall have power to pass on all 
matters not involving a fundamental 
question of policy and will not com- 
mit the association on major prob- 
lems.” 

Resolution recognizing regional 
refrigeration supply jobbers organiza- 
tions and authorizing the national 
headquarters office to serve them, 


FURTHER REGIONAL WORK 


“RESOLVED, That commendable 
work has been accomplished by the 
various informal regional associations 
that have been established through- 
out the country to further the inter- 
ests of the National Refrigeration 
Supply Jobbers Association. Recog- 
nition of this work is accordingly due 
these associations from the national 
group. Inasmuch as qualifications 
for membership in these associations 
do not parallel those of the national 
association, and the fact that many 
of their problems are regional and 
would not have any bearing on the 
national problems, there can be no 
meeting of the minds as to dictation 
of policies of standards of member- 
ship. 

“We do propose that our facilities 
be made available to these associa- 
tions through the discretion of our 
national president or board of direc- 
tors for each individual request. The 
cost of assembling such data, if any, 
is to be estimated and forwarded to 
the informal regional group making 
the request. If acceptable, the in- 
formal regional group is to advance 
the cost of such assembling to the 


By Supply Jobbers 


treasurer of the national group and 
the data will be compiled and for- 
warded to the authorized representa- 
tive of the informal regional group. 

“In exchange for these favors the 
national association recognizes the 
mutual advantages secured through 
reciprocity and will accordingly feel 
free to call on these informal 
regional associations for such infor- 
mation and at such time as it may 
deem advisable.” 


CASH DISCOUNT TERMS 


Resolution on cash discount terms. 

“Whereas the granting of a cash 
discount of 2% for prompt payment 
has been and is an accepted and 
standard practice in the refrigeration 
supply jobbing trade and one that is 
demanded of the refrigeration supply 
jobber by his own customers, and 

“Whereas, there is no uniform 
practice among the manufacturers of 
refrigeration parts and supplies with 
respect to the granting of cash dis- 
counts, purchased from them by the 
refrigeration supply jobber, and 

“Whereas, the present practices 
involve much additional bookkeeping 
expense for both the supplier and the 
jobber, therefore be it 

“RESOLVED, That this associa- 
tion go on record as recommending 
to all manufacturers of refrigeration 
parts and supplies that they adopt 
the following as their standard cash 
discount terms: That all invoices be 
grouped as of the tenth and twenty- 
fifth of the month and that for the 
payment on these days of the month 
of all invoices received since the 
previous such cash discount date, a 
cash discount of 2% be granted. Be 
it further 

“RESOLVED, That a copy of this 
resolution be sent by the executive 
secretary to each manufacturer 
known to be selling his products to 
the refrigeration supply jobbing 
trade.” 

C. E. Borden of the A. E. Borden 
Co., Boston, at the Tuesday executive 
session, opened the discussion of the 
president’s address, first discussing 
the matter of regional associations 
of jobbers, many of which have been 
active during the past year. 

“Our New England Jobber’s Asso- 
ciation,” said Mr. Borden, “has made 
a cooperating group of competitors, 
and we sincerely believe that the 
association has done work which has 
helped us all. We are now making 
plans for a convention and show of 
our regional group this spring, to 
which customers in our territory will 
be invited.” 


DISCOUNT TO CUSTOMERS 


Touching on the subject of dis- 
counts for prompt payment by cus- 
tomers, Mr. Borden stated that while 
the general practice seems to be to 
give 2% for payment by the 10th of 
the month following for invoices of 
the month previous, a better practice 
particularly for the smaller jobber 
might be to ask payment twice a 
month—on the 10th and the 21st— 
for invoices charged in the periods 
in between. 

This led into a discussion of cash 
discount practices. One jobber as- 
serted that his practice varied by 
items—coils and high sides net in 
30 days, on copper tubing he allowed 
1% in 10 days, net 30; and on all 
other items 2% in 10 days, net 30. 

Next matter to come up was that 
of a minimum charge per sale, a 


question upon which the jobbers 
seemed to be more or less divided. 
Advocating the minimum charge 
plan, A. H. Holcombe, Jr., Victor 
Sales Corp., Philadelphia, told of the 
plan followed by his concern. 

“We do not permit a ‘charge’ sale 
of less than $2, nor do we allow a 
cash transaction of less than $1 to 
go into our journal. 

“Suppose a service man is working 
on a job and he needs a %g-inch 
flare nut. He is near enough your 
place to run over and get it, but he 
certainly doesn’t want to buy a 
quantity right then. 

“In such a case we give him the 
item—we say ‘Okay, Bill, here it is, 
we know you're in a hurry.’ 

“Like as not the next time he 
comes in he’ll say, ‘Did you charge 
that up?’—most customers are hon- 
est like that—and we’ll say ‘sure,’ 
because we do charge it up—we put 
it on another bill that is over the 
minimum charge requirement.” 


VIEWPOINT ON CHARGES 


The opposite viewpoint to this was 
exemplified in the practice described 
by G. W. Booth, Refrigeration Supply 
Co., Richmond, Va. Mr. Booth will 
put a sale of any amount on his 
books, and if the cost of handling it 
will be more than it’s worth, he 
charges it up to advertising. 

H. W. Small, the Thermal Co., Inc., 
St. Paul, in discussing the paper 
given by A. H. Holcombe, Jr., made 
the point that in none of the speeches 
or resolutions was anything said of 
a practice that was creeping rapidly 
into the business—price-cutting. 

Reasons for price cutting, Mr. 
Small averred, may be _ classified 
under the following general headings: 

(1) Fear that some other competi- 
tor will get the order. 

(2) To meet the price set by com- 
petition. 

(3) To meet “dumping” on the 
market by manufacturers in a par- 
ticular area. 

(4) To wean away a customer from 
a competitor and making a perma- 
nent account of him by cutting a 
price for the customer once or twice. 

(5) Pure vindictiveness. 


PRICE-CUTTING 


While some of the above-enumer- 
ated reasons might seem legitimate, 
they are not valid because they all 
lead to the ultimate disadvantage of 
those who practice price-cutting, Mr. 
Small pointed out. 

“Let’s take an example with which 
we are all familiar,” said Mr. Small. 
“On the item of ...a big margin 
was given to the jobber and price 
cutting was very easy. But when 
the manufacturers learned how the 
list was being violated they raised 
the jobber’s cost and lowered the 
resale price so that the ‘cut’ price 
became the established price. So the 
jobber had cut his own throat.” 


Next matter that came up for 
discussion was one on which quite 
a number of the jobbers had some- 
thing to say. The subject was 
brought up by jobbers in the Metro- 
politan New York area, but the dis- 
cussion revealed that the problem 
was one which extends to many parts 
of the country. 


STOCK POINTS FLAYED 


The matter is that of the manu- 
facturers’ establishing a local stock, 
a warehousing point. The objection 
to it, from the jobber’s standpoint, is 
that it encourages “shoestring” job- 
bers and may lead to salesmen for 
the manufacturer taking trade orders 
from small concerns who are not 
generally felt to be entitled to a 
discount. 

On the other side of the question 
it was pointed out that many manu- 
facturers establish a lecal stock 
chiefly for the matter of convenience, 


DEHYDRATION 

: - AND FIN SURFACE IN EACH UNIT AND MAINTAINING LOW 

AIR SPEEDS. EACH UNIT COOLER (EXCEPT NO. 55) HAS A BUILT-IN HEAT EXCHANGER 
TO INSURE THE FULL EFFICIENCY OF THE COIL. 

MAY WE SEND YOU MORE DETAILED INFORMATION? 


MANY REFRIGERATION DEALERS HAVE NOT USED UNIT 
COOLERS FOR FEAR OF NOISE AND THE DRYING OF MEATS. 
IN THE BUSH LINE OBJECTIONABLE NOISE IS ELIMINATED BY 
THE USE OF THE MORE COSTLY KIDNEY BLADED FAN AND 
IS AVOIDED BY PROVIDING PLENTY OF TUBE 


THE BUSH MANUFACTURING COMPANY, HARTFORD, CONNECTICUT 
BRANCH OFFICE: 610 N. OAKLEY BLVD., CHICAGO 
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and that if one firm making a cer- 
tain line does it, others in that line 
will take it up. 

“One answer to this problem,” said 
Arnold Dessau of Melchior, Arm- 
strong, Dessau & Co., “is for the 
jobber to do such a good job and 
make himself so strong that the 
manufacturers will not be looking for 
another outlet.” 

It also was brought out by a 
number of other jobbers that a manu- 
facturer who cannot get jobber repre- 
sentation in a certain area will be 
tempted to sell direct. Thus, it was 
pointed out that jobbers might be 
smart to see that all major lines are 
represented. 


PRICE ACTS FAVORED 


Among the suggestions as to how 
the problem might be met included 
the suggestion that the manufac- 
turers might establish a discount 
schedule based on quantity only 
which would be used on all goods 
sold from the stock point. 

T. W. Binder of the T. W. Binder 
Co., Newark, N. J., speaking as 
chairman of the committee sent to 
the meeting by the New York 
Metropolitan Refrigeration Jobbers 
group, had a. series of suggestions 
for the ear of the manufacturer 
which he read at the executive ses- 
sion. 

His principal suggestion was that 
a code mark be put on all products 
carrying a replacement guarantee, 
this code mark to tell what jobber 
sold the product, who manufactured 
it, and when it was made. This 
would enable the jobber to replace 
items which were within the guar- 
antee period without having to re- 
place many that were not, and would 
also allow the product to be traced 
to the point of sale, a factor that 
might be used to police and hence 
retard price cutting. 

Another of Mr. Binder’s sugges- 
tions was a repurchase clause in the 
sales agreements between manufac- 
turers and jobbers which would 
specify a rebate for the jobber when 
the manufacturer lowered his list 
price. 


SUGGESTED SOLUTION 


Mr. Binder also invited a clause 
in such sales agreements calling for 
compliance with whatever state Fair 
Trade Acts were in effect, and a 
clause stating that the manufacturer 
would not compete with the jobber 
in the territory which the jobber was 
serving. 

Leo Gorton of Machine Tool & 
Supply Co., Tulsa, Okla., gave the 
report of the Manufacturers Rela- 
tions committee, and pointed out 
that progress had been reported 
along several lines. 


Definite steps had been made to- 
ward getting the manufacturers to 
include the Federal Excise Tax in 
their resale price lists, and efforts 
to get an increase in the jobber’s 
discount had been encouraging, he 
said. 


QUESTIONNAIRE RESULTS 


One of the more specific things 
which the committee had worked on, 
said Mr. Gordon, was a questionnaire 
sent to the jobber members of the 
association requesting information 
relative to their relations with the 
manufacturers of all products han- 
dled by the trade. He then reported 
on some of the general results of 
the survey. 


It was revealed by the survey that 
only 4% of the items covered in the 
survey had an unsatisfactory profit 
spread, that 15% were rated as being 
“fair” from the profit angle, and 
that the remainder could generally 
be called excellent. Even the pricing 
situation and adherence to resale 
price lists was highly satisfactory to 
most of the jobbers, the survey dis- 
closed. 


NEW OFFICERS 


At the close of the meeting the 
jobbers elected the following new 
directors to fill the three vacancies 
that come up each year: C. E. Borden, 
the A. E. Borden Co., Bostonms A. H. 
Holcombe, Jr., Victor Sales Co., 
Philadelphia; and H. H. Hubbell, 
Brass & Copper Sales Co., St. Louis. 

Directors who carry over include 
H. W. Blythe, the H. W. Blythe Co., 
Chicago; F. A. M. Dawson, Resco, 
Ltd., London, Ontario, Canada; H. A. 
Dessau, Melchior, Armstrong & Des- 
sau, New York City; L. H. Gorton, 
Machine Tool & Supply Co., Tulsa, 
Okla.; F. Langsenkamp, Jr., F. H. 
Langsenkamp Co., Indianapolis; D. C. 
Lingo, D. C. Lingo Co., Houston, 
Tex.; H. W. Merkel, The Merkel 
Bros. Co., Cincinnati; C. F. Pratt, 
the California Refrigerator Co., 


San Francisco; and’ L. T. Roberts, 
Forslund Pump & Machinery Co, 
Kansas City, Mo. 

Later Mr. Dessau begged leave ty 
resign from the board to make way 
for the election to the board of T. w. 
Binder of the T. W. Binder (Co, 
Newark, N. J. : 

The directors then met and electeg 
Mr. Gorton as president, Mr. Lang. 
senkamp as vice president, and Mr. 
Blythe as secretary-treasurer as their 
officers for the coming year. 

Irving Alter of the Harry Alter Co, 
Chicago, was re-elected assistant 
treasurer. 

They also retained Ortman, Mc. 
Clure, Hadden & Co., Chicago, man. 
agement engineers, who have been 
directing the activities of the Associa. 
tion during the past year and a half. 


BURTON APPOINTED 


The board approved the assignment 
of Ralph W. Burton, a member of the 
firm’s staff, to serve as Acting 
Executive Secretary, pending a deci. 
sion on the election of a successor to 
Sam R. Bush who has served as 
executive secretary for the past year, 
The expansion program by another 
organization under the management 
of Ortman, McClure, Hadden & (Co, 
makes it necessary for Mr. Bush to 
devote his full time to the work of 
that organization. 

Approval also was given President 
Gorton’s nominations of members for 
the following standing committees: 


MANUFACTURERS RELATIONS 
COMMITTEE 


F. H. Langsenkamp, Jr., chairman, 
C. E. Borden, Howard H. Hubbell, H. 
A. Dessau, L. H. Roberts, A. H. 
Holcombe, Jr. 


FINANCE COMMITTEE 


Henry W. Merkel, F. A. M. Dawson, 
H. W. Blythe, I. Alter. 


ADVERTISING COMMITTEE 


C. F. Pratt, C. E. Borden, D. C 
Lingo. 


General Household 
Reports °38 Loss 


CHICAGO — Net loss of General 
Household Utilities Co. amounted to 
$1,098,472 in the fiscal year ended 
July 31, 1938, compared with a net 
loss in the preceding fiscal year of 
$995,117, the company says in a re 
port to the Securities and Exchange 
Commission and the Chicago Stock 
Exchange. 

Manufacturing operations of the 
company were suspended in October, 
1937, and have not been resumed, the 
report states. 

Current assets as of July 31 were 
$557,245, including $5,614 cash. Cur- 
rent liabilities were $765,656. On 
July 31, 1937, current assets were 
$2,358,057, including $20,014 casi, 
and current liabilities were $1,487,026. 

Total funded debt outstanding as of 
July 31, according to the report 
amounted to $613,383. This included 
$515,587 due the Reconstruction 
Finance Corp., and payable serially 
in 5% notes until 1941. 

Under an agreement with the RFC, 
the company can make no dividend 
payments on its stock until the RFC 
indebtedness is paid. 

The report revealed salaries pall 
to officers during the 1938 fisc# 
year. Harry Alter, president, receive 
$7,000. Thomas E. Pegram, secretaly 
and treasurer, was paid $4,700. 


G-E 4th-Quarter Orders 
Show Improvement 


SCHENECTADY, N. Y.— Orde 
received by General Electric © 
during the fourth quarter of 1% 
amounted to $63,419,265, a <decres® 
of 14% from the $73,997,063 in orders 
received during the final quarter ® 
1937, President Gerard Swope 
announced. 

Total orders for the year 1% 


amounted to $252,176,223, 4 - 
of 34% from the 1937 total ° 
$379,273,619. 


Sidway Will Become 
Wesco District Head 


CLEVELAND—J. Sidway, form® 
manager of the local office of Wet 
inghouse Electric Supply © 
been transferred to the Detroit office 
where he will serve as district —— 
ager, it was announced oem 
W. W. Adams succeeds Mr. Sid¥® 
as manager of the Cleveland offic® 


statio! 
in Chi 

Res 
puildiz 
drug | 
candy 
stores 
beauty 
each; | 
dentist 
laneou 
fur stc 
and ¢ 
hospité 
ing pl: 
miscell 


Sales 
Use 
As 


WIC] 
tors ar 
salesme 
air-conc 
L. E. V 
ing sal 

Each 
the otl 
handlin; 
sell up 
necessal 
tioners, 

“If th 
ar-cond 
points o 
lrrested 
on the | 
interest 
possible 
the adc 
ditioner, 
“Failit 
@ prospe 
always | 
back on. 
“The 

during 

Van Zile 
Salesman 
item to t 
the year 
Cooling 
difficult t 


New 
Ho, 


FULTO 
4 humidit 
Slot in the 
Mold radiz 
Patent Ni 
. A one-p 
“et holds 
‘S-inch Ss 
8-inch le 
‘ald to in 
face and 
~PPly of 
“"aporat ic 


: Woes (roe cs : : : sx 
co 5 vr . 
ae i TION 
Ope. 
* ot See | 
Pie. | 
4 a 
"Oh | 
se ° 
das. ’ 
| 
. | 
CI 
es me 
syste 
cme : ity ° 
“3 ee. rs durin 
ee insta. 
ye Toteey 
ee es 1937, 
% - | Lal 
es went 
: ; being 
ager | buildi 
Z na | | with 
Speer taken 
ee | ” 
ee | report 
: eae = * 
e eg ee 7 was © 
. Bo Con 
Eee po 
Gee es 
e oe. 
peta eS 
-_ 
pes ie | 
: a 3 
ae | : 
er 
ig | 
a | 
| . 
es 
a 
| | 
| | 
ee : ‘ 
i _e | : 
bone = 
es | In ¢ 
4 , | _CAMD 
| | be ‘nufact; 
| ————————— es | | ~y ap] 
| territone” 
 -* sie | a ry 
Sa ee | mae =~ 
7c en © Laffe 
a | been iner| 
if ae 
29) 
- aE 
4 ; 3 =a ; —_ = : . & ; : : F 3 ; 3 E : ‘ . Se 4! = ' 4 ace “ é. ¢ 4 * 5, . ; , ; : 2 ‘ ¢ i , my 


Way 
T. W. 
* Co, 


lected 
Lang. 
d Mr. 
3 their 


er Co., 
sistant 


General 
nted to 
> ended 
1 a net 
year of 
n a re 
xchange 
» Stock 


of the 
October, 
ned, the 


31 were 
h. Cur- 
56. On 
ts were 


struction 
serially 


he RFC, 
divident 
the RFC 


ies paid 
8 fiscal 
received 
ecretaly 
00. 


Jers 


AIR CONDITIONING & REFRIGERATION NEWS, JANUARY 25, 1939 


Cir Conditioning 


@ 
315 Systems Installed 


In Chicago in 1938; 
Totals Below ‘37 


CHICAGO — Three hundred and 
afteen central-station air-conditioning 
systems having an aggregate capac- 
ity of 4,903 hp. were sold in Chicago 
during 1938, as compared with 379 
installations with 12,337 hp. sold in 
1937, reports the Commonwealth 
Edison Co. 

Largest share of the 1938 sales 
went to restaurants, 88 installations 
peing reported. General offices and 
puildings ranked second as a group 
with 58 systems, and third place was 
taken by clothing stores with 24 jobs. 

Electric room cooler sales set a 
new all-time high in 1938, the utility 
report shows. Total sales reached 
407 units, whereas in 1937 the total 
was only 303 units. 

Complete list of the 1938 central- 
station air-conditioning installations 
in Chicago follows: 

Restaurants, 88; general offices and 
puildings, 58; clothing stores, 24; 
drug stores, 22; funeral parlors, 20; 
candy stores, 13; theaters, 11; shoe 
stores and residences, nine each; 
beauty shops and food stores, eight 
each; private offices, six; doctors’ and 
dentists’ offices, studios, and miscel- 
laneous industrial plants, four each; 
fur stores, amusement parlors, hotels, 
and churches, three each; banks, 
hospitals, candy factories, and print- 
ing plants, two each; bakeries, one; 
miscellaneous, Six. 


Salesmen of Room Coolers 
Use Window Ventilators 
As ‘Lever’ on Prospects 


WICHITA, Kan.— Room ventila- 
tors are proving a welcome boon to 
salesmen of self-contained or portable 
air-conditioning equipment, reports 
L. E. Van Zile, head of air-condition- 
ing sales for Shelley Electric Co. 

Each product neatly supplements 
the other, he says, and salesmen 
handling both are frequently able to 
sell up from the ventilators or, if 
Necessary, down from the _ condi- 
tioners. 

‘If the prospect isn’t ready for an 
ar-conditioning unit,’ Mr. Van Zile 
points out, “he quite likely will be in- 
ltrested in the room ventilator; and, 
m the other hand, if he shows any 
interest in a ventilator, it may be 
possible to talk him into paying for 
the added advantages of a con- 
ditioner. . 

“Failing to make a sale or interest 
@ prospect in one line, the salesman 


always has the other product to fall 
back on. 


“The ventilator is of especial value 
during the winter season,” Mr. 
Van Zile declared, “for it gives the 
salesman a comparatively low-cost 
item to talk about during a season of 
the year when the more expensive 
‘cooling equipment is usually most 
dificult to sell.” 


New Humidifier Fits Into 
Household Radiator 


FULTON, Ill.—The “Healthifier,”’ 
‘ humidifier designed to fit into the 
—m in the center of a common house- 
‘old radiator, has been announced by 
Patent Novelty Co. 

A one-piece metal unit, the Healthi- 
~¥ holds 1 quart of water in the 
» ch sze, and 1% quarts in the 
“inch length. An absorption pad is 
om to increase the evaporating sur- 
—- &nd constantly bring a fresh 


“PPly of water to the surface for 
"aporation. 
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lafferty To Represent York 
In Camden, N. J. Area 


na MDEN, N. J—R. S. Lafferty, 
Dae acturer of metal ducts, has 

appointed sales, installation, 
tome ice =representative in this 
Noy by York Ice Machinery 
- To facilitate large installations, 


the 
fferty factory equi ment has 
been increased, 7 en 


Bowen Named Distributor 
For F-M Equipment 


GREENVILLE, Miss.—J. A. Bowen 
has been appointed distributor-dealer 
in this area for the air-conditioning 
products and other equipment of 
Fairbanks, Morse & Co. W. B. 
Kellar is manager of air-conditioning 
sales for the firm. 


Austin Jones Adds Anemostat 
lines For lowa & Neb. 


OMAHA, Neb. — Austin Jones, 
manufacturers’ agent here, has been 
appointed as a representative for the 
Anemostat Corp. of America for the 


Nebraska and southern Iowa area. 


120-Ton Servel System Installed In Evansville Bldg.; 
Solves Control Problem 


Zoning on Third Floor 


EVANSVILLE, Ind. — Evansville’s 
largest air-conditioning system is 
being installed in the Hulman build- 
ing, Fourth and Sycamore Sts., for 
Southern Indiana Gas & Electric Co. 

The equipment was built by Servel, 
Inc., and installed by Servel engineers 
at a cost of about $50,000, according 
to Carl L. Olin, applications manager 
for the Servel electric refrigeration 
and air-conditioning division. 

The installation is of 120 tons 
capacity, and the cooling accom- 
plished by three 20-ton machines and 
four 15-ton units installed in a special 
room in the Hulman building base- 
ment. The multiple machine setup 
makes it possible to automatically 
control by thermostat the conditions 
on three floors of the building. 

One of the unusual features of the 
installation is “zone control” for the 
third floor. There are 21 separate 
offices on this floor, and they have 
been divided into four zones, each of 


which has a thermostatic control. 


To assure maximum economy in 
op- ation and at the same time to 
overloading the sewer sys- 
tem, « water tower is used for con- 
densing the cooling water. This is 
designed to reduce water consumption 
90%. The tower is of sheet metal 
construction. 


Ducts are now being installed, and 


Servel started delivering equipment 
last week. 


preve 


Standard Air Conditioning 
Opens Buffalo Office 


BUFFALO—Standard Air Condi- 
tioning, Inc., division of American 
Radiator & Standard Sanitary Corp., 
has opened a district office in Buffalo 
with Roland H. Weibel as manager. 
Air-conditioning equipment of all 
kinds, for small homes or large 
industrial installations, will be han- 
dled by the office. 


Quaker Oats Uses Hot 
Air To Kill Insects 


CEDAR RAPIDS, Iowa—To steril- 
ize large quantities of raw grains, 
thus killing larvae and insects that 
may develop in the grain, Quaker 
Oats Co. has installed heat diffusers 
in its mill here which distribute dry 
air at a wide range of temperatures. 

Through the use of the diffusers it 
has been found that insects can be 
purged in from 36 to 48 hours. The 
buildings in the mill are closed down, 


and all openings between floor and © 


walls are closed tightly when the 
sterilizing is to be done. 

The diffusers are located at 
strategic points throughout the plant, 
and the pre-determined temperature 
is maintained during the entire 
sterilization period. 

Quaker Oats Co. formerly used the 
poisonous gas method of killing 
insects and larvae, but because of 
the tendency of the gas to lie in 
pockets and constitute a health 
hazard to the mill workers, the new 
system was adopted. 


neers. 


erants are leaders in safe air cooling. 


daire equipment. 


‘Freon” 


“Freon” refrigerants have all the qualities 
that are desired for air conditioning and com- 
mercial and household refrigeratiun, and they 
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eration engineers should specify ‘ 
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are widely used for these purposes. They 
have been tested by the United States Bureau 
of Mines, and meet all the specifications for 
safety set by the Underwriters’ Laboratories 


Be sure you specify “Freon” safe refriger- 
ants in your next installation. 
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On this page and pages 14, 16, and 18 the News 
presents photographs of some of the exhibits at the 
All-Industry Refrigeration and Air Conditioning Exhibi- 
tion last week in Chicago, to give some idea of the 
crowds that attended and the products that were 
displayed. The photographs were taken by Austin Jones, 


camera enthusiast. Veteran readers will recall other 
convention photography that Mr. Jones has contributed 
to the News. While pictures were taken of practically 
every booth at the show, a number of them just didn’t 
“come out”—among them being The Aluminum Co., 
Ranco, Dole, Copeland, Drierite, Larkin, and Mclintire 
Connector Co. All of these firms had very interesting 


and active booths and the News is sincerely sorry that 
it was up against a hopeless proposition of getting a 
good picture of every exhibit. Next week the News hopes 
to present pictures of the All-Industry Banquet, and 
other informal shots. Those desiring prints of any of 
the pictures taken by Mr. Jones may obtain them by 
writing Austin Jones, P.O. Box 16, Omaha, Neb. 


manufacturers’ agent from Omaha, 


1—E. |. du Pont de Nemours & Co., Inc. 
6—Air Conditioning & Refrigeration News. 
Co. 111—Zenith Carburetor Co. 


ete 
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(1) Some of the big Tuesday crowd 
enters the du Pont igloo to have a 
picture taken. That’s Eddie McGovern 
with the big grin. (2) Hugo Hutzel 
and Carl Taylor discuss a new Sherer- 
Gillett cabinet with J. H. Coolidge. 

(3) J. M. O’Connor, W. A. Honey- 
church, and Violet Bloomquist of 


(2 E 


Neb., and a great 


12—Electrimatic Corp. 


2— Sherer-Gillett Co. 
7—Fedders Mfg. Co. 


CG. 


<> 


Peerless check up on the registrations 
in the active Peerless booth. (4) 
Ansul’s games and demonstrations 
drew a big crowd. You can probably 
spot L. C. McKesson at the far lefi, 
“Jim” Hood between the two lovely 
ladies, and Harvey Higley at the far 
right. (5) Frank Riley lines up with 


| his 1939 line of oil separators. 
(6): The crowd lines up to see the 
Refrigeration and Air Conditioning 
Manuals at the News booth. |. (7) 
Fedders’ complete display got a lot 
of visitors. (8) Mrs. M. W. Knight 
and Mrs. W. A. Honeychurch inspect 
the Jewett “Beerador.” (9) Alco Valve 


3—Peerless of America,’ Inc. 
8— Jewett Refrigerator Co., Inc. 
13 — Minneapolis-Honeywell Regulator Co. 


4—Ansul Chemical Co. 
9—Alco Valve Co. 


had a number of operating displays. 

(10) How the crowd milled around 
the exhibits is indicated in this pic- 
ture taken at the Perfection Pdrts 
Co. booth. (11) Two fair visitors with 
R. W. Losey in the Zenith Carburetor 
booth. (12 Hardly room to get through 
the aisles during the big Tuesday 


14—Kold-Hold Mfg. Cc. 


5—Riley Engineering Co 


15—Henry Valve 
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night crush at Electrimatic’s 
(13 The Minneapolis-Honeywé 
onstration of its “Pofartron 
was packing them in. (14) K 
decorated one of its cold-plates 
its exhibit. (15) A crowd surge | 
the Henry Valve Co. booth, which 


a neat and attention-catching 
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Throngs Jam Exhibits At All-Industry Exhibition In Chicago Last Week 
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2k Commercial Re rigeration 
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* [tyler Tells How Refrigeration Service Firm 


Can Sell Display Cases Successfully 


) CHICAGO—There is a definite— 
arts & 4.4 profitable—place for the refrig- 
eration servicing organization in 

Co. commercial refrigeration _ selling, 
R. L. Tyler of Tyler Fixture Co. told 
members of the Illinois Association 
of Refrigeration Service Engineers, 
meeting at the Stevens hotel in 
conjunction with the All-Industry 
Exhibition. 

He cautioned, however, that the 
service organization must become 
sales-minded if it is to achieve lasting 
success in the commercial field. 

“Don’t sell commercial equipment 
just for the glory that may or may 
not be in it,” he advised. “Make the 
extra profits that sales can bring— 
real sales. Don’t sell your equipment 
at cost and expect service to carry 
the profit load.” 

In making his point that commer- 
cial refrigeration sales work is “right 
up the service organization’s alley,” 
Mr. Tyler reviewed his own com- 
pany’s experience when it entered the 
manufacturing field a few years ago. 


TYLER EXPERIMENTS 


Tyler began experimenting with 
service organizations as dealerships, 
and found that, for its purposes, these 
companies were as valuable, if not 
more so, than larger concerns. 


Despite a movement toward self- 
contained commercial units, most 
sales still are of the remote type, and 
so require installation. Experience in 
this work enables the service com- 
pany to do a better-than-average job. 


Also, in the big organization, com- 
mercial refrigeration is apt to be only 
asection of the complete line, repre- 
senting a comparatively small volume, 
and often handled by salesmen who 
also sell household refrigeration—and 
who often work commercial only 
when there’s a dearth of household 
prospects, because this type of equip- 
ment is easier to sell. 


The larger organization, however, 
has an advantage in the matter of 
prestige, Mr. Tyler pointed out, as 
well as in better coverage of its 
territory from a sales promotional 
angle, 


GET TOO ‘PRICE MINDED’ 


Greatest weakness of the small 
wganization in the commercial re- 
figeration field, he went on, is that 
in its sales work it is apt to over- 
accentuate the price factor in an 
efort to bolster its business in com- 
petition against its larger rival's 
prestige. , 
_ Experience of the service company 
In installation work, however, is its 
strong point, and something it can 
really use as a sales-getter against 
wd sort of competition, Mr. Tyler 
aid. 

Direct supervision of both sales 
and service, and a consequent closer 
‘ordination of the two, is another 
advantage in the smaller company, 
he continued. Also, there is a closer 
loyalty than is found in many larger 
concerns. 

; Above all, to the smaller organiza- 

‘on all sales are important—none 
iw be passed up without a noticeable 
«. in business volume. So the small 
ee are in there after all sales. 
their product and reputation are 
— they get more, simply because 
“ey're trying harder. 


GUIDES TO SUCCESS 


aa into the commercial sales 
a and staying there — means 
mad more than just hanging up a 
«°rcial refrigeration sign and 
ung a franchise for a line of 
Sapa Mr. Tyler emphasized. He 
™ Ya 15 points for the guidance 
Tvice companies which go into 
€$ work: 
eee a nationally known line of 
Which ent. The promotional helps 
re Such companies can offer will 
aie in many additional sales, and 
© first approaches easier. 


2. : 
Ad Keep an equipment display, no 
‘ &r how small. It will mean more 


wh tter business over a period of 


3. 
Saas g00d office help. Have a 
Ty who can handle phone calls 


fie 


intelligently, if you aren’t there. It’s 
not expensive, and it boosts goodwill 
immensely. 

4. Write a submission for every 
proposal. Don’t just talk sales with 
the prospect—give him a written out- 
line of your plan, its advantages, its 
costs. It gives you a reputation as 
being a sound merchandising engi- 
neer. 

5. Survey your entire territory, as 
to both new and used equipment 
prospects. This will help your service 
business as well as your sales. Know 
who owns equipment, what shape it’s 
in, who new prospects are, and when 
used equipment will need replacing. 
Don’t rely on hearsay—know. 

6. Hire salesmen on small drawing 
accounts, and don’t be afraid to let 
them go if they don’t produce. You 
may be doing both salesman and 
yourself a favor. 

7. Use past sales in making new 
sales. ‘Use the user.” Follow up on 
all leads—you never know which one 
might be a red-hot prospect. 

8. Pay your service men a bonus on 
all lead-sales. This will keep them 


looking for new prospects for you. 
And they’re in a better position than 
salesman to unearth spots where new 
equipment is needed. 

9. Install a good cost system in 
your office. Know what your sales 
and service are costing you, where 
the money goes, whence it comes. 

10. Use your distributor or factory 
branch in sales work when you must, 
but don’t get into the habit of relying 
on this source as a “closer” in all 
touch cases. Don’t hog your dis- 
tributor’s time. 

11. When you make a sales call, go 
as a salesman. Dress up—look like 
one. 


USE TECHNICAL KNOWLEDGE 


12. Use your knowledge of techni- 
cal matters to make sales. Don’t 
force it down your prospects’ throats 
—hbut let them know that you really 
understand your product. Get the 
reputation of being an expert on re- 
frigeration, but not a bore. 

13. Get all the information you can 
on your competitor’s products. With 
this, you can make intelligent com- 
parisons between other lines and 
your own. Information of this type 
is easily gathered by the service 
organization. 


14. Know your competitor’s sales 
techniques. Digest them, and see if 
perhaps you can’t learn something of 
value from them. You’ll usually find 
you can learn a lot. 


15. Avoid the strictly “pronmvtional 
type” of sales. These sales, unless 
you’re on the inside, usually are short 
on profit and long on trouble. It’s 
nice work, if you can get it—but one 


or two jobs of this kind can break the 
average small company, unless it’s 
extra careful. 

“If you go into the sales field, get 
sales-minded,” Mr. Tyler advised. 
“Don’t sell for glory, and let the serv- 
ice part of your business carry the 
profit load. Remember that you’re a 
sales organization too, and that both 
ends of the business can be made to 
pay real dividends. 

“Don’t pass up the profits that 
good sound sales work can make 
possible. Try to see the profit, rather 
than the sale, as all-important. 

“For, unless you’re careful, this 
can be the thing that will force you 
out of what might have been a source 
of extra profit in commercial sales 
work. It’s the glaring weakness of 
most of the service organizations that 
do drop out of sales, once they’re in.” 


555, Inc. To Distribute Hill 
Cases In Arkansas 


LITTLE ROCK, Ark.—555, Ince. 
has been named state distributor for 
Hill refrigerated display cases, in- 
cluding “Frigid Fresh’ and other 
commercial refrigeration equipment. 


Super-Cold Manager 


CLEVELAND—John S. Darby has 
been appointed sales manager of the 
Cleveland office of Super-Cold Corp. 
to succeed William Parker, who has 
resigned. This office was changed 
from a sales office to the status of a 
full branch the first of this year. 


Cooling of Wine Boosts 
Sales For Liquor Dealer 


DALLAS, Tex.—Proper cooling of 
the wines sold in the four Centennial 
Liquor stores operated here by Al- 
bert Susman has resulted in a grati- 
fying increase in the volume of wine 
sales, Mr. Susman reports. 

The Centennial stores are located 
in widely separated sections of 
Dallas’ residential district, and Mr. 
Susman did not want to go to the 
expense of installing cooling equip- 
ment in each store until he deter- 
mined whether or not the idea was 
going to pay out. 

So to solve this problem, he in- 
stalled a single unit General Electric 
refrigeration system in the com- 
pany’s central wine storage room, 
and inaugurated a motorcycle de- 
livery service. This arrangement has 
provided adequate service so far, but 
Mr. Susman looks for bigger things 
in the near future. As soon as his 
chilled wine service has gained gen- 
eral public acceptance, a condition 
which he anticipates within the next 
six months, Mr. Susman plans to 
install chilling facilities in each of 
the four stores. 

The regular chilling service has 
been applied so far only to imported 
wines, although domestic vintages 
and liquors will be cooled upon order 
for a slight additional charge. 

Mr. Susman places great store in 
his wine chilling theory, and predicts 
that it will do much to increase the 
popularity of this beverage. 
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Every Brunner Unit is tested for Underwriters’ Laboratories Approval and Carries the U. L. Seal 


It is significant that Brunner refrigeration units are protected 


by bronze bearings at all rotating points. For here, viewed 


from the standpoint of long-time service, are vital points of 


construction... Not relying alone on their own knowledge of 


bearings, Brunner engineers carefully reviewed the research 
findings of the United States Bureau of Standards—the meth- 


ods to improve the physical properties of bearings by alloying 


bronze with other metals. After extensive study and practical 


tests, the present Brunner bronze bearings were developed— 


exceptionally hard, tough, wear-resistant... This, you may say 


is but a detail. We say: check other Brunner details of con- 


struction! Throughout the entire Brunner design you will find 


the same well-thought-out engineering, all pointing to that 


dependability for which the Brunner is recognized ... Brunner 


refrigerating and air conditioning equipment includes air and 


water cooled condensing units from 4 H. P. up to 15 H. P. 


for all types of installations. Catalog promptly on request. 
Brunner Manufacturing Company, Utica, N. Y., U. S. A. 
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Buyers Buy 


OUPLED with the surprisingly 
C sizeable orders placed by 
distributors at the various conven- 
tions held by manufacturers in the 
last several weeks is the highly 
encouraging news from the First 
All-Industry Refrigeration and Air 
Conditioning Exhibition last week 
in Chicago. 


No less than 6,274 persons 
registered at the gates of this 
exhibition, a figure which as- 
tounded everyone connected with 
the show. But it wasn’t the quan- 
tity of visitors which provided the 
good omens, although when more 
than 6,000 men come from all 
parts of the nation and three 
foreign countries to see a manu- 
facturers’ exhibition, that surely 
indicates something about their 
eagerness to do business. What 
was really impressive was the 
number and size of the orders 
they placed. 


Fairbanks, Morse & Co., for 
example, set up an exhibit of 
air-conditioning equipment as a 
“friendly gesture” to visitors to 
their home city. This bread cast 
upon the waters came back in the 
form of sales of $10,000 worth of 
equipment and the signing of 
seven new dealers, including one 
in Canada. 


Copeland was reported to have 
sold on the floor enough units to 
keep its Sidney, Ohio, plant run- 
ning for a full month. Gale Prod- 
ucts sold its samples right off the 
floor, and had to rush up new 
refrigerators and space coolers 
from the factory in Galesburg. 
Herman Goldberg, manufacturers’ 
agent who sells exclusively to 
jobbers, made sales_ totaling 
$12,000 during the course of the 
show. 


Hal Clay of the Dole Refrigerat- 
ing Machine Co. reported seven 
large orders, any one of which 
would have repaid the cost of the 
exhibit, plus a number of smaller 
ones. And so it went. 


Attendants at the Business 
News Publishing Co. booth were 
kept busy selling various manuals 
and books, and noted an excellent 
sale for one book for which the 
demand previous to the exhibition 
had been slow. And visitors prac- 
tically fought for the few remain- 


ing copies of the Red Book, a 
conveniently bound compilation of 
catalogs. 


What all this activity at the 
the exhibition means in terms of 
general refrigeration and air-condi- 
tioning business for 1939 is quite 
significant. Among the buyers were 
many jobbers. Each serves a 
large number of retailers in his 
particular area. He keeps in close 
touch with each customer. And he 
knows both the immediate and the 
projected future needs of those 
customers. 


Hence when a jobber places a 
big order for goods, it means that 
the dealers in his section of the 
country anticipate good business 
in the offing. And when large 
numbers of jobbers confidently 
make commitments for large pur- 
chases, it means that business 
looks good in a great many sec- 
tions of the country. 


It is a good thing for the indus- 
try that these orders are being 
placed now. Factory wheels can 
begin turning at once. When peak 
sales are reached in the spring, 
production should be able to keep 
pace with demand. 


One of the reasons for large 
carry-over stocks in previous years 
has been that distributors, jobbers, 
and dealers were hesitant about 
placing sizeable orders at the be- 
ginning of the season. Then when 
the big buying rush broke upon 
them, they deluged their factories 
with orders, and kept the tele- 
phone and telegraph wires hot 
demanding immediate shipment. 
This stirred factory production 
departments into a frenzy of 
activity, production schedules for 
the year were stepped up, and 
before the machine could slow 
down, demand had fallen off and 
an overstock of equipment was on 
hand. 


Hence it’s good to see buyers 
with confidence at this time of the 
year. From every angle, 1939 is 
starting off well for the air-condi- 
tioning and refrigeration industry. 


Appliance Salesmen 


And the Dodo 


N CHICAGO two obscure and, 

to casual readers, remotely 
separate items hit the newspapers: 
(1) J. D. Colyer, president of the 
Refrigeration Parts and Supplies 
Manufacturers Association, struck 
the keynote of the All-Industry 
Banquet by declaring that return- 
ing prosperity in 1939 depended 
on the training of salesmen; and 
(2) at Field Museum a natural 
habitat of the extinct Dodo bird 
was set up for the approbation of 
visitors. 


To most people, the Dodo is a 
symbol for something that is dead 
and gone. Most people will prob- 
ably be surprised to learn that 
the Dodo ever existed. But that’s 
unimportant. It is important to 
discover that the retail appliance 
salesman has been in danger of 
going the way of the extinct Dodo. 


In practically every merchandis- 
ing conference and sales conven- 
tion held during the last few 
months—from the Boston Confer- 
ence on Retail Distribution last 
September right down to the 
National Retail Dry Goods Asso- 
ciation meeting in New York City 
last week—emphasis has been 
placed on sales training as the 
vital need for 1939. 


Why such stress on sales train- 
ing just now? Sales training pro- 
grams always have been a part of 
the merchandising picture, especi- 
ally in those industries which 


They'll Do It Every Time . . . 
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ALL THE POPPING OFF ? 
SOUNDS LIKE HE OWNS 
A CONTROLLING INTEREST 
IN THOSE STOCKS. 
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THANK TO A.LINCOLN MEYERS 
PHILADELPHIA. 


employ specialty salesmanship. 
What brings it into the brightest 
spotlight today? 


The answer can be found by 
listening in on the manufacturer- 
distributor conventions which have 
been running currently. The answer 
is that specialty salesmen by the 
thousands were dismissed by 
appliance dealers in 1938. It was 
a price-war year, a year in which 
a species of mass hysteria spread 
through the retail forces of the 
industry because of the excessive 
inventories and the price-cutting 
which followed in their wake. 


To slash prices lower and lower, 
the salesman’s commission was 
eliminated, along with most of the 
dealers’ profits. Those salesmen 
have not been rehired. A majority 
of them have turned elsewhere; 
many others are convinced that 
selling appliances is a precarious 
proposition, one which has degen- 
erated into a racket. 


Now that inventories are low 
again, and manufacturers have 
really new and especially attrac- 
tive products to offer, strong 
measures are being taken to 
rehabilitate the industry’s demo- 
ralized retail selling organizations. 
Sounder merchandising policies 
(such as reestablishing sharp lines 
of cleavage between wholesaling 
and retailing, elimination of court- 
esy discounts, and guaranteeing 
territories) are being set up by 
manufacturers. Bigger promotional 
budgets have been established. 


But most important, at every 
distributors’ convention held thus 
far, elaborate programs have been 
set up for the training of specialty 
salesmen. Whole new crews of 
retail salesmen must be trained 
in almost every territory this 
spring. 


This lack of trained salesmen 
may prove to be something of a 
blessing for the industry. These 
fresh, new salesmen won’t know 
all the answers. They won’t have 
the handicap of a warped viewpoint 
resulting from the ruthless price 
warfare of 1938. They won’t know 
all the reasons why the housewife 
won’t buy anything but a bargain. 


Given the best products yet 
offered by appliance manufactur- 
ers, given the most advanced 
training courses, these new sales- 
men—if properly recruited and 
well treated—may go forth to give 
the appliance industry one of its 
best years. 


— 
Labor-Saving Problem 
7329 Lohmeyer 
St. Louis, Mo. 
Editor: 
Have you read the _ illuminating 


definition of Democracy and Freedom 
on pages 18-19 of Worsham’s latest 
book, “The Art of Persuading People’? 
(Harpers). Also his solution of the 
problem of labor-saving (labor-elimina- 
tion) machinery on pages 142-143 of 
the same book? His ideas deserve to 
be brought to the attention of every 
citizen. 
K. S. SmitH 


Baggage Car Tragedy 


321 S. Detroit St. 
Bellefontaine, Ohio 
Sirs: 

I have not as yet received my Jan. 
11 copy of the News. I presume that 
it was in the baggage and mail car 
that was consumed by fire north of 
here last Saturday morning. Another 
copy would be greatly appreciated as 
I do not want to miss anything. 

CuHas. W. Coox 


25-Cycle Units Sought 


Etablissements Henon & Cie. 
Distributors 
“Frigeco” Electric Refrigerator 
20 Avenue Notre-Dame 
Nice, France 
Editor: 
We shall be greatly obliged to you 
if you could be kind enough to furnish 
us the following information: 


Which of the reputable companies, 
manufacturing domestic hermetically 
sealed units, have the models in their 
1939 line, working on the current of 
25 cycles, voltage of no importance. 
It would be desirable, if possible, to 
have the denomination of the corre- 
sponding models. 

We have forwarded our check for 
the subscription renewal (former 
address: Frigeco, 26 Rue Pertinax, 
Nice) about a week ago, and we hope 
that by now you have received it. 

Ers. HENON & Cig. 


Attended the Show 


Arthur, Ill. 
Sirs: 

I attended the “All-Industry Ex- 
hibition” held in Chicago, Jan. 16 to 
19, 1939. I visited your booth Tuesday 
night and received one of your 1938 
Red Books and upon examining it 
find that it is a book that I have been 
wanting for some time because of the 
fact that I have so many manufac- 
turers name and their products at 
my finger tips. 

I intend to do service work this 
spring. Enclosed a money order for 
$4.00 for which send me one copy of 
Master Service Manual No. 2; Master 
Service Manual No. 3; and one copy 
of Master Service Manual No. 4. 


These manuals that I am ordering | ing the service articles on 


are for household refrigeration. 


Gen S. DeHagt 


Too Much To Index 


Peter Vandeyar 
Cartagena 
Republica de Colombia 
Sirs: 

I have just received copy of your 
Am CONDITIONING & REFRIGERATION News 
for Dec. 28, 1938, which is the last 
number of the News for the past year. 


I shall appreciate it very much jf 
you will let me know if you publish 
an Index to the News for the year 
1938, for I am preparing to have the 
complete year of 1938 bound together, 
and I would like to have an inde 
for same. If you publish an index, 
please send me a copy by return mail. 

PETER VANDEYAR 


Answer: We do not follow the mag:- 
zine style of indexing Air CONDITIONING 
& REFRIGERATION News. Most technical 
magazines follow a practice of inde. 
ing authors and articles, but this sor 
of record does not seem to be prac 
tical for a newspaper. 


No More Neck Craning 


Service Department 
Mills Novelty Co. 

4100 Fullerton Ave., Chicago, Il. 
Sirs: 

Please enter my subscription to the 
Air CONDITIONING & REFRIGERATION News 
to be sent to me at my new addres 
at 24-02 40th Ave., Long Island City, 
N. &. 

I do not know whether my pas 
subscription has run out or not 4 
I have been traveling for a numbe 
of months and have only been able !0 
read the NEws over some servic 
man’s shoulder in my __ travelif 
around the country, but now that! 
am tied down in one spot, I wish " 
have the News at my elbow 4s? 
know of no publication that contaili 
the essential information that tl 
refrigeration industry needs that evél 
approaches the scope of the NEWS. 

E. J. NEwcoMmr, 
Field Enginet 


‘Direct Buying’ Fight 
Gets Some Help | 


Wisconsin Radio, Refrigeration & 

Appliance Association 

125 East Wells St., Milwaukee, W* 
Editor: 

In view of your previous interes 
in the educational campaign conducl® 
by our association against the evil\® 
“direct buying,” we thought you mis™ 
be interested in seeing the article 
this subject in the enclosed copy " 
the current bulletin of our Milwavk 
Association of Commerce. 4 

This is the first of a series | 
articles on this general subject ® 
we shall be glad to mail you ©? 
of the future issues of this bull 
containing the further articles: 

H. L. AsHWORTE: | 
Secretary-Manas® 


Wants Ice Cream 


Service Articles 


P.O. Box 716, Quincy, Calif 

Sirs: coi! 

Will you kindly send me ® ©. 
of the News of Nov. 30 as I have 


llo™ 
received one, and I have been _ 2 
ice cre 


" 


I have 8 
cabinets, they are the % L. Hows 
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New Conveniences On 
leonard ’39 Models 


(Concluded from Page 1, Column 83) 

All cabinets are of welded 
steel construction, and are packed 
with “approved” insulation, hydrolene 


sealed. 

Spotlighted in the line is the 
“Challenger Six,” a new low-priced, 
é-cu. ft. model designed to attract 
prospects in the low-income brackets, 
and to serve as a price attention- 
getter for the line in general. The 
model will sell at the lowest price 
ever put on a Leonard refrigerator 
of this size, says Ray Legg, general 
sales manager. 

Nine models in the 1939 line are: 

Deluxe porcelain series—P6-39, 
6.15 cu. ft.; P5-39, 5.18 cu. ft.; deluxe 
Permalain series—L7-39, 7.19 cu. ft.; 
L6-39, 6.15 cu. ft.; L5-39, 5.18 cu. ft.; 
special Permalain series—LS6-39, 
6.15 cu. ft.; LS5-39, 5.18 cu. ft.; 
LS4-39, 4.2 cu. ft.; and the Chal- 
lenger Six, LC6-39, 6.15 cu. ft. 

Except for minor refinements, the 
condensing unit is identical with 
Leonard’s “Glacier Sealed” unit of 
last year, a simple, single-cylinder, 
reciprocating type, with a minimum 
of moving parts, all of which, includ- 


Leonard’s “Zero-Freezer” affords 
storage for ice cream and frosted 
foods. 


ing motor, operate submerged in oil. 
Direct motor heat transfer is said 
to keep motor temperature exception- 
ally low. Mechanically balanced to 
eliminate vibration, the unit is 
mounted in spring-and-rubber “cush- 
ions,” along with other refinements 
to insure permanently quiet operation. 
Improvements also have been made 
in the evaporator, which is known 
as the “Zero-Freezer.” A new 
“injector-type” of refrigerant dis- 
tribution is incorporated to insure 
more even, efficient freezing at all 
points. Top freezing sleeve is refrig- 
erated by direct contact with the 
tubing carrying the refrigerant. New 
design is said to permit below- 


New door latch opens with a 
Push or pull forward or to either 
side. 


freezing storage of packaged ice 
cream, “fast-frozen foods,” or quan- 
tities of fowl or game. 

In most models, all ice trays are 
of an improved “Ice-Popper” type, 
with both tray and grid of anodized 
aluminum. In the three models in 
the “special” series, half of the trays 
are “Ice-Poppers” and have have 


tubber grids. A new two-way, lever- 
— 


action tray release also is featured 
on most models. 

Prominent again among Leonard 
features is the “Master Dial” cold 
control, permitting “finger-tip” regu- 
lation of freezing speeds and incor- 
porating an attractive thermometer. 
Other improvements are a handy 
rearranging shelf—folding type—on 
the door; and a large vegetable bin, 
which slides easily on steel “tracks,” 
and offers dry-storage space for 
nearly two bushels of potatoes, 
onions, or other vegetables. 

Most models also have a plate- 
glass-covered ‘meat file,” located to 
insure proper preservation of as 
much as 14 Ibs. of meat at tempera- 
tures slightly above freezing. The 
glass cover permits quick inspection 
of the contents without removing 
the meat file. 

A majority of the 1939 models also 
feature a “showcase food file” that 
occupies the entire bottom of the 
cabinet. In “P” models, this file is 
made up of two roomy crispers; in 
“L” models the file has one crisper 
and one fruit and dairy drawer. Top 
of the food file is one-piece plate 
glass, which not only serves as a 
full-cabinet-width food shelf, but also 
permits quick inspection of its con- 
tents. 

Greater food chamber accessibility 
has been obtained by incorporating 
“open throat” door opening and a 
straight-side food chamber in all 
models, eliminating the space-con- 
suming “rolled edge” between door 
opening and food chamber. This 
makes shelving usable down to the 
last fraction of an inch, it is said. 

Shelves in all models are of the 
heavy bar-type, triple dipped and 
“cellutized” to retain their high 
luster. Bars are closely spaced, so 
that small articles will not tip. A 
majority of the new models feature 
“food-fit” shelves (sliding and adjust- 
able to several positions to make 
room quickly for bulky articles). 
Shelf supports are of black plastic, 
grooved to permit the shelves to slide 
easily, and fitted with metal stop 
clips to prevent shelves from being 
slid too far forward or backward. 

Another innovation is the Len-A- 
Latch, a three-way trip door handle 
which operates easily by pulling to 
the right, left, or forward. Handle 
itself is topped with a maroon-colored 
ball, matching the chrome-and- 
maroon Leonard name plate and the 
trim on the “Master Dial.” 


Bureau Outlines Plan 
On Electric Ranges 


(Concluded from Page 1, Column 4) 
ing only the campaign on electric 
refrigerators and the year-around 
drive on all-electric kitchens yet to 
be outlined. 

Loudest blast of the range cam- 
paign will be the five full-page color 
advertisements to be run in the 
Saturday Evening Post during March, 
April, May, and June. 

Second part of this program will 
consist of national newspaper pub- 
licity by means of a special four-page 
electric range news supplement, simi- 
lar to the one issued last year, which 
will appear just prior to or simulta- 
neously with local spring showings of 
electric ranges. This section will in- 
clude space for dealer advertisements 
as well as the range _ publicity 
especially written by cooking experts. 

A whole series of aggressive news- 
paper advertisements, designed to 
carry the signature of the advertiser, 
also will be used. Manufacturers are 
cooperating to the extent of supply- 
ing newspaper mats which also bear 
the “Guess Again” idea. A full set 
of radio spot announcements ranging 
in length from 20 to 100 words has 
been prepared. 

First among these other  pro- 
motional aids is a colorful window 
poster which repeats the national ad- 
vertising slogan and prompts pros- 
pects to visit showrooms and get 
proof of electric cooking’s low cost. 

Other sales helps include a point- 
by-point retail selling guide. 


= 


Left: Handy rearranging shelf of the folding type makes it easy to store or remove foods in the new Leonards. 
Right: Massiveness has been added to exterior appearance through “extended” bases of the fluted type. 


Appliance requirements vary too— 
Delco builds motors to 


meet them 


4 


Washers, refrigerators, ironers, air conditioners, oil 
burners, stokers . . . they’re all appliances—but how 
they vary in power requirements! The mechanical and 
electrical characteristics of the motors that drive them 
are as different from each other as the build, muscular 
coordination, timing and uniform of a hockey player 
and those of a golfer. And you couldn't expect a flashy 
forward lineman to step out and break 80 in his skates, 


shin-guards, pads and gloves! 


Success in designing and building motors which answer 
the requirement of the particular job has brought about 
Delco’s spectacular growth, until now it is one of the 
largest manufacturers of commercial motors. Based 
on their fitness for the job, Delco motors provide appliance 
dealers witha powerful sales story, and appliance users 
with long, satisfactory performance. Delco Products 
Division, General Motors Corporation, Dayton, Ohio. 
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“E/1. DU Pont DE NEMOURS & Co., 
The R. & H. Chemicals Dep 
Wilmington, Delaware — 


District Sales Offices: Baltimore, Boston, te, 
Chicago, Cleveland, Kansas City, Newark, 
New York, Philadelphia, Pittsburgh, San Francisco 
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Wide Variety of Refrigeration & Air-Conditioning Products Displayed At Show 


1—Brunner Mfg. Co. 2—Imperial Brass Mfg. Co. 3— Wagner Electric Corp. 4— American Brass Co. 5— Weatherhead Co. 6—Air-Maze Corp, 
7—Universal Cooler Corp. 8—Gale Products. 9—Deissler Machine Co. 10— Allen-Bradley Co. 11—Fairbanks, Morse & Co. 12——Perfex Corp. 13——Modern 
Equipment Corp. 14—American Radiator Co. 15—American Injector Co. 16—Cutler-Hammer, Inc. 17—Commercial Coil & Refrigeration Co. 18——Gates Rubber Co, 
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| HEMPERATURE AND PRESSURE CONTROLS 


(1) G. L. Brunner gets a report 
from R. E. Mercer on how the show's 
going as F. E. Wilson and two visitors 
to the booth halt their c-nversation 
to pose. (2) R. M. Anderson and 
C. S. Anderson in the Imperial booth. 
(3) Wagner Electric Co.’s_ booth. 
(4) Leo R berts, Kansas City jobber 
faces the camera in the American 
Brass Co. exhibit. (5) Otto C. Wilk 
and A. J. Burkhard, Weatherhead; 
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L. Escol, G-E Supply Co. (6) Filters 
were displayed in the Air-Maze booth. 
(7) W. C. Parker, Irving Alter, Hank 
Spivak, George Munger, Joe Novotny, 
Arthur Alter, Max Geisler, B. F. 
Anthony, D. H. Bodine, and E. V. 
Dunbar crowd the Universal Cooler 
exhibit. (8) Lee Baker (with the 
distinguished grey head) was always 
busy at the Gale Products display; 
(9) F. S.. Wright, V. G. Deissler, K. E. 


frttimes 
gated. 
a oe 


~ PRODUCTS 
Ga Divition of | 


‘ MARL AS i 
S00NEON 164 HOMeE alee 
SVINRIRE CUTROARE snr vy 


eae 


aE — 


Unger, of the Deissler Co.; (10) Allen- 
Bradley’s operating display of controls 
gets concentrated attention from 
visitors; (11) J. W. Bostwick, Fair- 
banks-Morse_ air-conditioning sales 
manager (right under the “F’’) is busy 
with a prospect; (12) Gil Churchill 
and L. L. Cunningham of Perfex; 
(13) W. C. “Bill” Allen of Modern 
Equipment Corp. leans comfortably on 
one of his “Par” units as he talks to 
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J. R. Sparkman of the Electromotive 
Corp., Dallas, Tex., and K. V. Roth- 
child, Commercial Credit Co., Chicago 
office. (14) W. M. Purcell and Stanley 
Anderson of American Radiator Co. 
demonstrate for A. E. Welter, a dealer 
visiting the show. (15) J. M. Reagan, 
Leinart Engineering Co., Knoxville, 
Tenn. listens in as E. W. Kellie of 
the American Injector Co. demon- 
strates the “Vacuumator” for Hubert 


Were ta 
Mr. Wil 
pany re 
Which 1 
And 262 
tion on | 
tors or 
requests 
booklet ; 


Zenith Ca 


“Boile: 
the res, 


Millard, service man from Winnipté 
Canada. (15) Many visitors stoP 
to see the new Cutler-Hammer "on 
(17) E. P. Sorenson, Airo Supply 
tries a glass of “Coltrol” beer 45 Jo 

C. Temple of Mills, Joe Mika of R. H 
Butcher Supply Co., and 
Hoehne of Airo Supply 

(18) J. E. Holland, E. C. 

and F. J. Baumeister in t 
booth. 
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Cpecialty Gelling Methods 


letters To Users Keep Words of Praise About 
Product on Their Tongues, Williams Finds 


to 8,873 owners produced a total of 
1,389 sales leads—and those leads — 


BLOOMINGTON, Ill. — Lists of 
owners are the source of too many 
“pot” sales leads to be placed in 
“cold storage” claims C. U. Williams, 
president of the Williams Oil-O- 
Matic Heating Corp. of this city, in 
an article entitled, “Sales Leads from 
satisfied Users,” in the Executives 
gervice Bulletin published recently 
py the Metropolitan Life Insurance 


“. his article, Mr. Williams de- 
scribes the owner-promotion cam- 
paigns the company conducted with 
considerable success early in 1938. 
“In promoting sales of our prod- 
ucts we count on the goodwill of 
the owner,” Mr. Williams explains. 
“We know that during the winter 
months comfort and _ discomfort 
prought about by the vagaries of the 
weather are general topics of con- 
versation. It is not unusual for a 
guest to speak of the heating of his 
own home and to compare notes with 
his host on heating systems and their 


costs. 


OWNER BECOMES SALESMAN 


“At that moment the owner be- 
comes a salesman—indirect perhaps, 
put still a sales agent. Our heating 
unit is in his house, his remarks are 
pased on experience, and he is talk- 
ing to a friendly and receptive lis- 
tener. He may even warm up to his 
subject and show the furnace to his 
visitor. Such an incident often 
develops into sales.” 

Arrangements were made to send 
a series of three special letters, 
which appealed to pride of ownership 
and which emphasized prestige, to 
owners of the heating units in nearby 
states, Indiana, Iowa, and Wisconsin, 
Mr. Williams explains. Folders of 
the “story” type, describing installa- 
tions made by the company in the 
Shakespeare Memorial theater; in 
Indian Watchtower on the rim of the 
Grand Canyon and in buildings at 
the Grand Coulee Dam project, were 
enclosed in the letters. 


Also enclosed were return cards on 
which space was left for listing 
names and addresses of friends and 
relatives who could be interested in 
an installation. By placing a check 
mark in the space indicated on the 
card, the recipient could request in- 
formation on the company’s electric 
efrigerators and water heaters or 
request a travelog booklet. 


BIG ‘RETURN’ ON LETTERS 


The three letters were sent to 
8873 owners of heating units at in- 
tervals of one week. When results 
Were tabulated, it was discovered, 
Mr. Williams states, that the com- 
pany received 540 return cards on 
which 1,127 prospects were named. 
And 262 owners requested informa- 
tion on either Ice-O-Matic refrigera- 
tors or Oil-O-Matic water heaters; 
requests for copies of the travelog 
booklet numbered 105. 


: “Boiled down,” Mr. Williams writes, 
the results mean that our promotion 


were far above the average. 

“Such prospects are above the 
average for the simple reason that 
they are given by those who have 


first-hand knowledge of the prospect’s | 


financial status and ability to buy. 
Where the owner has expressed inter- 
est in another of our products, he 


must be valued equally highly as a | 


prospect. 

“Obviously, when checking sales 
leads secured from a promotion of 
this type, it is necessary to separate 
the wheat from the chaff. The 
owner, we have found, as a matter of 
personal pride, likes to furnish bona 
fide leads. He sees to it that there 


is no chaff in the list of names he | 


gives.” 

Mr. Williams points out that the 
sphere of owner influence varies. 
“Some owners have a wide eircle of 
friends and acquaintances, while 
others are limited in their contacts. 
But we have found that owner in- 
fluence is, on the average, responsible 
for five sales.” 


VALUABLE FOR ADVERTISING 


The owner list is valuable from 
another angle as it holds a wealth 
of information for advertising and 
publicity use, Mr. Williams main- 
tains. One of the company’s beck. 
lets is made up of letters from 
owners who have had their heating 
units for 10, 11, even as long as 16 
years. 

“The point we aim to keep in mind 
is that every successful manufac- 
turer, every successful business man, 
enjoys the goodwill of his owners or 
customers,” Mr. Williams says. “To 
keep that goodwill alive and active 
requires a program that is as care- 
fully planned and thought through as 
the program which won the man as 
an owner or customer in the first 
place. Fortunate, indeed, is the 
manufacturer whose owners or cus- 
tomers are so thoroughly satisfied 
that they are willing to tell their 
friends to ‘Go thou and do likewise.’ ” 


Women’s Club, Hotpoint & 
Utility Sponsor School 


CHATTANOOGA, Tenn.—Members 


of the Kosmos Women’s club of this | 
city recently planned and presented | 


a three-day “Electric Home School” 
with the cooperation of the Tennessee 
Electric Power Co. and the Hotpoint 
Electric Kitchen Institute. 

An electric kitchen was arranged 
in the club’s assembly hall where 
Hotpoint ranges and refrigerators 
were used to demonstrate the sim- 
plicity and economy of electric cook- 
ery. Mary Lowell Schwinn, director 
of the Hotpoint Electric Kitchen 
Institute, with the assistance of 
Mrs. Stella Floyd, Hotpoint district 
home economist, presented “Simplified 
Cooking—tElectrically” and “Facts 
and Fashions of Freezing.” 


Planning New Helps For Salesmen 


embers of the staff of the Kelvinator National Salesmen’s Institute 
Scuss the course of study which the new salesmen’s training school will 


Off 


er the company’s salesmen. Left to right are Thomas L. Craig, field 


mersentative, who will be headquartered in Chicago; C. William Rados, 
nager of the institute; Miles H. Ditmer, field representative, Detroit; 
and Ronald A. Demmer, field representative, New York City. 
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‘Kitchen Bar’ May Prove Intrig 


_ Graybar Alters Western Setup 


SALT LAKE CITY—A. H. Nicholl, 
Graybar Electric Co. district man- 
ager at San Francisco, announces 
that the state of Montana has been 
included in the company’s inter- 
mountain division, under the super- 
vision of Roy W. Kimberlin, Salt 
Lake City manager. 
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Mother of First Baby Born 
In ‘39 Gets Dealer's Gift 


MANCHESTER, N. H. — A. L. 
Franks & Co. gave an electrical 
appliance to the mother of the first 
baby born in the State of New 
Hampshire in 1939, in a cooperative 
promotion plan. 


ving To 


The “kitchen bar” shown in this display for the public was set up by the Commonwealth Edison Co. of Chicago 
and was one of the most popular of the exhibits they sponsored in 1938, may not be practical for all kitchens 
but it would be a dandy attention-getter in any distributor or dealer showroom display. 


Ochiltree Appoints 


PITTSBURGH—Ochiltree Electric 
Co., local distributor for General 
Electric appliances, recently an- 
nounced the appointment of Paul 
Chamberlain as head of its radio 
department and A. O. Anderson as 
manager of the home laundry and 
cleaner department. 


Six YEARS AGO, Du Pont first made 
DULUX for refrigerators. It was so good that 
one refrigerator manufacturer after another 
began to use it. Now it is used by 85% of 
all makers of refrigerators. They have made 
millions of DULUX-finished refrigerators, 
which have been sold through stores like 
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DULUX PASSES 


REG. U.S. PAT. OFF. 


SIXTH BIRTHDAY 
and everybody 


seems to be pleased 


yours to millions of customers—mostly 
women. These women have been pleased 
with the DULUX finish for three simple rea- 
sons. It keeps its whiteness. It is easy to 
clean. Itis resistant tochipping and cracking. 

Everybody...manufacturers, dealers, con- 
sumers...seems to be pleased with DULUX. 


E. 1 DU PONT DE NEMOURS & COMPANY, INC. 
Finishes Division ...Wilmington, Delaware 
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Contests, Stunt Displays & Pretty Girl 


1—Superior Valve & Fittings Co. 
6—McCord Radiator & Mfg. Co. 9—Bonney Forge & Tool Co. 
15—Howe Ice Machine Co. 16—All-Steel Equip Co., Inc. 


(1) N. J. Collings of W. R. Brown, 
Inc., Chicago, listens to Ww. J. Bagley 
of Superior explain the new manifold- 
ing arrangement. (2) R. A. Coombs 
of Williams Oil-O-Matic confers with 
R. J. Krackowizer of Refrigeration 
Appliances in the latter’s booth. (3) 
H. A. Norr of Pelco, R. L. Young of 
Electric Invisible Kitchen Co., Gene 
Enos of Pelco in Pelco’s booth. 

(4) H. Himelblau and G. W. Zintel 
of Anemostat with L. J. Pitcher of 
Peerless. (5) W. C. Reeves, Enochs 
Sales Co., New Orleans, in conference 
with R. H. Luscombe, Penn Switch. 


2—Refrigeration Appliances, Inc. 3 — Portable 
10 — Thermek Corp. 11— Acme Industries, Inc. 


18 —Detroit Lubricator Co. 19—Jas. P. Marsh Co. 2 


(6) Novel display of coils in the Mc- 
Cord booth. (7) Lovely girls who 
adorned many of the booths made life 
easier for those manning the exhibits. 
Here Doris Larson of Refrigeration & 
Air Conditioning Institute poses along- 
side a new Detroit Lubricator product. 

(8) Doris draws for a winner in the 
R.A.CI. scholarship drawing. (9) 
Wives of visitors get information for 
their husbands from Sam Robinson 
and W. W. Wixson of Bonney Forge 
& Tool Co. (10) L. L. Peeples, Machine 
Tool & Supply Co., Tulsa, Okla.; Mrs. 
J. F. Boyd, Dennis Refrigeration 


17— General Electric Co. 


Supply Co., Cedar Rapids, Iowa; Mrs. 
Cc. W. Dennis, Dennis Refrigeration 
Supply Co., Sioux City, Iowa; and G. 
G. Johnson, Auburn Auto Co., Conners- 
ville, Ind., in the Thermek Corp. booth. 

(11) O. K. McCullough and E. B. 
Dunphy of Acme Industries watch 
Ruth Styer point to a detail in one 
of their many photographs. (12) Vi 
Richmond from the du Pont exhibit 
draws the winning number in Brun- 
ner’s breath control contest (it was 
a tie between L. P. Neeson of Cutler- 
Hammer and N. Sackheim, Manu- 
facturer’s Screw Co. Chicago) as 
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Frank Slagel, Los Angeles repre- 
sentative, F. E. Wilson, C. R. Mark- 
ham (Utilities Engineering Institute), 
and R. E. Mercer look on. 

(13) In Temprite’s booth C. D. Mc- 
Laughlin (in the background) explains 
a detail to one visitor while Dave 
Graves (in the foreground) takes 
apart a cooler for L. W. Rodgers and 
E. A. Smith of Cooper Mfg. Co. (14) J. 
Glassmann of Chicago, E. C. Wahl of 
Rotary, Paul Boucher, Montreal, 
Canada agent, and G. P. Gilman, 
Rotary Seal Co. president. 

(15) Howe Ice Machine Co. had/a 


BONNEY TOOLS 


Vow Y 


s Enlivened Industry's Show 


Elevator Mfg. Co. 4— Anemostat Corp. of America. 5—Penn Electric Switch Co. 
13—Temprite Products Corp. 14——Rotary Seal Co, 
0 — White-Rodgers Electric Co. 
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big unit on hand. (16) R. G. wig 


All-Steel Equip Co.; C. F-. Prat’ 
California Refrigerator Co., San ee 


cisco; John Schlemmer, Rex . 
eration Co.; A. L. Schoeberlei2, 
Steel Equip Co., discuss storas© or 
lockers. (17) Part of G-B’s big 0%. 

(18) The Detroit Lubricator boot 
Tall man holding the papers '* °° the 
McClure, who was manager of the 
show. (19) Bob Emmett struts in A 
back of the Marsh exhibit. (20) J: * 
Rodgers, G. E. Erb, and A. C. Se Co 
der, all of White-Rodgers Electric ¥™ 
L. C. Plaehn, Barber-Colman 
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Engineering 


e— 
Asbury Valve Formed; To 
Make ‘Thermo’ Valves 


ASBURY PARK, N. J.—Asbury 
valve Co., Inc. has been organized 
here to engage in the manufacture of 
thermostatic expansion valves. Frank 
purke is president of the company, 
Walter E. Carpenter is vice president 
and chief engineer, and M. Horner 
is treasurer. 

The company expects to be in 
production in the near future, Mr. 
carpenter reports, and a sample run 
of valves is almost ready for dis- 
tribution at the present time. 

In addition to valves of the dia- 
phragm and sylphon type using 
springs to provide superheat settings, 
the company will introduce two. new 
valves embracing new features. 

Both of these valves are springless 
and have only two moving parts, 
the diaphragm or sylphon and the 
needle that is attached to it. By 
eliminating the need of a spring to 
furnish @ superheat setting, many 
manufacturing and service complica- 
tions are offset, he claims. 

Problem of spring fatigue also is 
eliminated, and the superheat setting 
will remain unchanged throughout 
the entire life of the valve, it is said. 


VALVE OPERATION 


In the valve designed for use with 
Freon-12 and where a 10° F. super- 
heat is desired, the refrigerant, after 
passing through the strainer, con- 
tinues through an orifice that ranges 
in size from 149 to %, inch, and 
enters the expansion chamber. When 
the needle is in the open position, the 
flash gas released in the expansion 
chamber sets up a mixture of liquid 
and vapor that has a high velocity as 
it passes through the larger chan- 
need part on its way to the low side. 

Piston located in the cylinder has 
suficient clearance to permit the 
pressure in the cylinder to equalize 
under the diaphragm, but will not 
permit fluctuations to cause the valve 
to chatter, it is claimed. 

Feeler bulb is charged with methyl 
chloride gas, which will produce a 
pressure almost equivalent to the gas 
pressure at the valve outlet, when 
the feeler bulb is 10° F. higher in 
temperature than the gas tempera- 
ture leaving the valve outlet. Any 
tise in temperature above 10° will 
open the valve; and any drop below 
this will close it. 


LOW TEMPERATURE VALVE 


The other valve is of the same 
general construction as this, but uses 
4sylphon, and, besides being spring- 
less, does not have a feeler bulb or 
capillary tube. This valve is designed 
for low temperature work where 
defrosting seldom takes place, such 
as ice cream cabinets. 

Power element is inside the suc- 
tion line, and since both the tem- 
perature and pressure of the low 
side gases occur at the same point, 
the line drop of the coils, whether 
great or small, does not affect the 
superheat setting, it is claimed. 
This valve will operate with a 
limited gas pressure charge in the 
Power element, and since the suction 
line gases wash all around the power 
element during the “on” cycle, the 
‘temperature of the sylphon is always 
in direct heat exchange relationship 
with the temperature of the suction 
line gases and is not affected by the 
‘emperature of the valve body, Mr. 
Carpenter asserts. 

On the “off” cycle, the temperature 
of the sylphon naturally takes on a 
‘mperature corresponding to the 
valve body, but this merely tends to 
~~ the valve closed more tightly, 
. adds. Within a short time after 

® compressor starts, the sylphon 


‘Ssumes the suction line temperature 
‘gain, 


Endres Heads Sales Division 
For Billings & Spencer 


, HARTFORD, Conn.—W. D. Endres 
rel been appointed sales manager in 
ton ge of the merchandise tool divi- 
~ of Billings & Spencer Co., forged 

Manufacturer, to succeed W. Roy 
ry who recently resigned. 
— ute of Northwestern uni- 
ai ‘y, Mr. Endres has been Chicago 
visional manager. 
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Revere Completes Plant 
Costing $3,250,000; 
Latest Methods Used 


NEW YORK CITY, Jan. 23— 
Revere Copper & Brass, Inc. today 
announced completion of a $3,250,000 
brass and copper mill at Rome, N. Y., 
as part of a large modernization 
program. 

In making the announcement, C. 
Donald Dallas, president, declared, 
“This new mill is the culmination of 
a plant improvement program started 
several years ago. In the past five 
years, several million dollars in addi- 
tion to this has been expended in 
Revere plants at Rome, Chicago, 
Detroit, Baltimore, and New Bedford, 
Mass.” 

The Revere executive pointed out 
that much of the modernization pro- 
gram was carried out during a period 
of depressed business. ‘Heavy in- 
dustry,” he said, “cannot modernize 
during a period of great business 
activity. The idea that heavy indus- 
try must stop all capital outlay and 
accept plant depreciation and equip- 
ment obsolescence in dull times is all 
wrong. 


ADVANCE DURING SLUMPS 


“When factories are running double 
and triple shifts and buyers are 
clamoring for deliveries and produc- 
tion executives are over-worked try- 
ing to keep up with orders, factory 
schedules cannot be disrupted by dis- 
mantling old machines and installing 
new ones. Engineers and executives 
have no time to plan and supervise 
improvements and capital is fully 
employed financing the large volume 
of business. 

“It is when business falls off that 
technical progress should advance 
more rapidly. Plant changes may be 
made without disrupting produc- 
tion and, when business resumes 
more normal proportions, modernized 
plants are in a better position to 
handle increased volume and at the 
same time give their customers 
greatly improved products.” 


LATEST INNOVATIONS 


Revere’s new mill at Rome incor- 
porates some of the latest innovations 
in straight-line production in the 
copper and brass industry. The mill 
has a monthly capacity of 2,000,000 
lbs. of brass strip up to 20 inches in 
width and its compactness is indi- 
cated by the fact that this capacity 
is contained within a floor area of 
72,000 square feet which is believed 
to be the lowest ratio in the industry. 

Innovations include a new escalator 
conveyor system whereby the brass 
slabs are automatically fed and re- 
fed into the breakdown mill, each 
sequence being controlled by a series 
of electric eyes. A continuous con- 
veying system carries the _ slabs 
through an annealing furnace and 
back to the rolling mill or to the 
scalping machine, thus eliminating 
the usual method of loading and un- 
loading pans. 

The scalping machine eliminates 
surface imperfections in one opera- 
tion, replacing former methods. First 
rundown after scalping is done on 
new 4-high and 2-high mills operated 
in tandem. An 80-foot straight-line 
pickling machine patented by Revere 
uncoils, pickles, scrubs, washes, dries, 
and recoils the brass in one con- 
tinuous operation. 


NEW ANNEALING FURNACES 


Annealing furnaces of new recircu- 
lating and recuperative types, give 
the metal pre-determined physical 
characteristics through automatic 
controls. Operation of every machine 
in the entire mill is automatically 
recorded on remote-type instruments 
in the superintendent’s office. 

The new brass mill is adjacent to 
Revere’s copper rolling mill in 
Rome, N. Y., built in 1929, and having 
a monthly capacity of 10,000,000 Ibs. 
of. sheets and strip up to 48 inches in 
width. This installation includes four 
stands of 4-high rolls operated in 
tandem and thus is the largest con- 
tinuous mill in the industry. Other 
new equipment at Rome _ includes 
automatic bright annealing furnaces, 
a new horizontal tube extrusion press, 
tube reducers, and a 120-foot high 
speed draw bench. 


Livezey and Armstrong 
Interests Combined 


LANCASTER, Pa. — Consolidation 
of the John R. Livezey Co. of Phila- 
delphia with the Armstrong Cork Co. 
has been announced by H. W. 
Prentis, Jr., Armstrong president. 

The Armstrong and Livezey busi- 
nesses have been closely associated 
since the entrance of Armstrong into 
the field of corkboard insulation for 
refrigeration plants in 1902. Since 
that time, Livezey has been exclusive 
distributor of Armstrong industrial 
insulation products in eastern Penn- 
sylvania, southern New Jersey, Dela- 
ware, Maryland, Virginia, and the 
district of Columbia. 

Mr. Livezey, who died Nov. 19, 
1938, had expressed the desire that 
in the event of his death his business 
should be merged with Armstrong 
Cork, Mr. Prentis said. Sales office 
and erection personnel of the Livezey 
organization will be retained by 
Armstrong under the new arrange- 
ment. 

Present office maintained in Phila- 
delphia by Armstrong for the sale of 
its building materials, not distributed 
through Livezey, will be consolidated 
with the Livezey office at 2213 W. 
Glenwood Ave. 

R. W. Bair, formerly general man- 
ager of Livezey, has been appointed 
district manager of the Armstrong 
consolidated Philadelphia district 
office. M. E. Vought, formerly dis- 
trict manager of Armstrong’s building 
materials division office in Philadel- 
phia, will serve as assistant district 
manager of the new consolidated 
office. 

Armstrong’s 


Washington, D. C. 


office will be consolidated with Live- 
zey’s office in Baltimore, with E. E. 
Tanguy, formerly manager of Live- 
zey’s Baltimore branch, as district 
manager. E. S. Graybill, former dis- 
trict manager of the Armstrong 
Washington office, becomes assistant 
manager of the Baltimore headquar- 
ters. 

Branch offices and warehouse 
stocks will continue to be maintained 
in Washington, D. C. and Richmond, 
Va., with offices in both cities being 
operated under the Baltimore district. 


Booklet Describes Uses of 
‘Tego’ and ‘Uformite 430’ 


PHILADELPHIA — The _ Resinous 
Products & Chemical Co., Inc., maker 
of “Tego” resin film and “Uformite 
430” plywood bonding agents, has 
issued a booklet explaining the uses 
of these materials in various lines 
of construction. 

Among uses to which the materials 
may be applied are the manufacture 
of modern radio cabinets and in 
cabinets of room coolers. 

Tego bonding is applied to the 
plywood in sheets, interleaved be- 
tween veneers of wood, and is bonded 
in a hot plate press. Uformite 430 is 
applied to the wood in a liquid state, 
by means of mechanical spreaders. 
Bond is obtained by cure in the hot 
press. 

Advantages claimed for construc- 
tion using this type of material in- 
clude greater durability, strength, 
resistance to decay and to heat, 
easier workability, the possibility of 
working rounded shapes and sections, 
and protection of the surface from 
checking and splitting. 


G-E X-Ray Machine Uses 
‘F-12’ as Insulator 


SCHENECTADY, N. Y.—UwUsing 
the refrigerant “Freon-12” (dichloro- 
difluoromethane) as an_ insulating 
medium, a new X-ray outfit designed 
to produce 1,000,000 volts peak at 
three milli-amperes or more and said 
to give 12 times as much radiation 
as all the radium possessed in this 
country has been constructed by 
General Electric Co. here for use 
in the Memorial hospital in New 
York City. : 

The apparatus is to be used in 
research work on the treatment of 
cancer. Heart of the system is a 
new X-ray tube designed by the G-E 
engineers. This tube is said to be 
equivalent in power to 8% Ibs. of 
radium (or $90,000,000° worth). 
Radium is worth about $700,000 an 
ounce, and there are but 11 ounces 
in the United States. 

The “Freon-12” gas employed as 
an insulator was selected for being 
colorless, odorless, non-poisonous, 
non-corrosive, and chemically and 
electrically stable. In addition, it 
has high vapor pressure at ordinary 
room temperature. 


At the pressure maintained in the 
new X-ray equipment, the gas has a 
dielectric strength several times that 
of nitrogen at atmospheric pressure, 
and only 100 lbs. are required to do 
the work of 12,000 lbs. of conven- 
tional oil in insulating the equipment. 

The X-ray equipment itself is com- 
pletely self-contained, including tube, 
transformer, metal housing. The 
latter is 4 feet in diameter and 7 
feet long, and weighs 4,000 Ibs. 
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The 1939 models are now on the way to add new friends to 


the millions of General Electric Refrigerator users who are 
already familiar with G. E. security, economy and convenience, 
upholding the “Triple-Thrift’ slogan — thrifty in 
current — in maintenance. 
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To assure long life to the finish, Bonderizing is used under the 


Glyptal-baked enamel, so that lasting luster and enduring beauty 


SEND FOR THIS BOOK . 


A book showing what a sales- 
man should know about Bond- 
erizing is available on request. 


PARKER RUST-PROOF COMPANY 
2197 E. MILWAUKEE AVENUE, DETROIT, MICHIGAN 


. wo 


is achieved. Bonderizing assures finish adhesion and effective 
resistance to rust—a point 
that should be accented 
in every sales demonstra- 
tion. 
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AIR CONDITIONING & REFRIGERATION NEWS, JANUARY 25, 1939 


Visitors Came To First All-Industry Exhibition Not Only To Lock But To Buy 


ee 


1—Automatic Products Co. 2—Tecumseh Products Co. 3—-Wolverine Tube Co. 4——Spoehrer-Lange Co. 5——Kason Hardware Co. 6—Jarrow Products Corp. 


7—lL. H. Gilmer Co. 
Wilcox Mfg. Co. 
17—Marlo Coil Co. 


AN INSTAL 


8—Duro Metal Products Co. 


9—Tyler Fixture Corp. 
13 — Pacific Lumber Co. of Ill. 


14—Kerotest Mfg. Co. 


Om 


(1) Back in the Automatic Products 
Co. booth R. D. Marshall (center) 
demonstrates a new A-P control to 
J. M. Mideke, Mideke Supply Co., 
Oklahoma City, and R. L. Williams of 
the same company. (2) A conference 
in the Tecumseh Products Co. booth. 

(3) Alan Marshall is just barely 
discernible in the crowd around the 
Wolverine Tube Co. display. (4) H. E. 
Spoehrer was on hand much of the 
time in the Spoehrer-Lange Co. ex- 
hibit. (5) A. S. Katz and J. E. Fleisch- 


man of Kason Hardware Co. greet 
W. R. Bevis of Bevis Refrigeration 
Service, London, Ontario, Canada. 

(6) Harry W. Jarrow of Jarrow 
Products gives his exhibit a final 
inspection before the exhibition doors 
open. (7) In the back right of the 
Gilmer booth are M. R. Oberholzer, 
K. W. South, and W. K. Stauffer. 
(8) Duro metal products get close 
inspection from the visitors. 

(9) Viewing a new Tyler case are 
E. M. Elliott of Tyler, Glen E. Gushwa, 


WHETHER FOR FRartiona® 
A THOUSAND HORSEPOWy ig 
TERE 1S A CATION vate 


x 


Refrigeration Service Co. South 
Bend, Ind.; W. A. Carroll, Tyler; and 
A. H. Witt of Los Angeles. (10) A big 
crowd stops in at Mills. The woman 
is Sarah Brenner, well-known lady 
saleswoman of commercial refrigera- 
tion equipment. (11) Virginia Smelt- 
ing’s booth had a touch of old-fash- 
ioned beauty and modern conveniences 
in the form of a telephone, which 
Margaret Blanchard is using. R. F. 
Israel is seated at the right. 

(12) C. A. Bornarth and E. J. Zoll 


10 — Mills Novelty Co. 
15—Van Cleef Bros. 
18—Mueller Brass Co. 19—-Bush Mfg. Co. 20——Victor Mfg. & Gasket Co. 


WOLVERINE 


Jarrow Products Corp. 


P. 
b = 


~ DOOR GasKeTs ” 


ber Co It 


ee | | 


of Chicago-Wilcox; M. B. Heftler of 
Zenith Carburetor Co. (13) John E. 
Klass, Pacific Lumber Co. (14) E. J. 
Kimm tells how the “slow motion” 
picture theater explains the features 
of the new Kerotest valves. (15) Grace 
Morgan, Frank Hagerty, and Jack 
Kasrel in the Van Cleef Bros. booth. 

(16) D. V. Sutton, L. C. Strobeck, 
and R. F. Lindsay of Dayton Rubber 
Mfg. Co. (17) Mel Knight helps Jack 
Colyer strike a coy pose at the Marlo 
coil booth. In the background are 


11 — Virginia Smelting Co. 
16—Dayton Rubber Mfg. Co. 


12 — Chicago- 


TUBE Co. 
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Merle G. Haynes 


H. J. Pellegrini, 
San Francisco agent; and L. C. Pelle 


grini. (18) In Mueller’s booth a 
J. M. Chambers; Elmer Dentamont 
Yarmouth, Nova Scotia; Glen 5S. 
Hart, Arthur, Ill.; and Jack Grey. 
(19) A. C. MacArthur of Bush. (2 
In the Victor Gasket Co. booth af 
Betty Lavallee, O. V. Eifrig (holdins 
a piece of gasketing material), Ma™ 


jorie Ramsay, G. C. Taylor, ere 


and G. V. Larson, Madison, 
supply jobber. 
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Colyer Asks Manufacturers To Give 


More Attention To Association Affairs; 


Cites Work Done By Organization 


{ 
Address of J. D. Colyer, Vice President, Wolverine Tube Co., and Retiring 
president, Refrigeration Parts & Supplies Manufacturers Association, 
at the annual meeting last week. 


“J am happy in having present at 
this meeting the official representa- 
tives of so many of our member 
companies. While your attendance 
indicates your continued interest in 
our association, for which we all are 
jeased, it also expresses your appre- 
ciation to your officers, to the mem- 
yers of your board of directors, and 
to your committees for the time and 
effort they have spent during the 
year on our association’s activities. 

“As an association we have had a 
very busy year. In addition to carry- 
ing through on all of our regular 
activities, we also have organized 
and put on our first All-Industry 
Refrigeration and Air Conditioning 
Exhibition. Now, as it is coming to 
a close, we know that it has been 
an unqualified success. 

“During the year your board of 
directors has held six meetings— 
three of which have been held at 
times and places which have involved 
special trips and added expense to 
most all of the members of the board. 

“As in previous years, the expense 
of all such trips has been borne by 
the directors personally or by the 
companies with which they are con- 
nected. When we look at this situa- 
tion squarely, I believe you will 
agree with me that steps should be 
taken as soon as possible to put the 
association in position to at least 
reimburse such persons or their com- 
panies for at least their traveling 
expenses to and from meetings at 
times or places where they otherwise 
would have no occasion to go on 
business for their own company. 


PRAISES COMMITTEES 


“In addition to the board meetings 
just referred to, somewhere around 
20 committee meetings have been 
held. Except for two special meet- 
ings of your exhibition committee, for 
which reimbursement for traveling 
expenses was made, all members of 
all committees have paid their own 
expenses. As in the case of members 
of the board, some arrangement 
should be made, in our opinion, to 
not ask quite this much of any man 
when we ask him to accept a respon- 
sible association assignment. 

“All members of the board and of 
il of our committees have been 
xceptionally faithful in their attend- 
ace at board and committee meet- 
ings, and in attention to the duties 
assigned to them. 

“During the year we held one spe- 
tial general membership meeting— 
on May 16. It was a well attended 
and a very interesting meeting. Until 
last night I was unaware that the 
number of our member firms in 
attendance at it was considerably 
larger than was present at our third 
annual meeting in the fall of 1937— 
during the R.S.E.S. convention. And, 
I might say, materially larger than 
the number of member companies 
represented at this meeting. 

_ “From what we have experienced 
nour director’s meetings during con- 
vention week—both last year and 
4gain this year—we cannot feel that 
the slim attendance at our annual 
meetings is due to lack of interest. 


LAX AT CONVENTIONS 


“From the nearly 100% attendance 
We get at our director’s meetings 
during the year, we know they are 
loyally giving their best efforts to 
the upbuilding of the association. 
et, we who are on the board have 
steat difficulty in getting together— 
and staying together through any 
‘ard session at convention time. 

It has been proposed by different 
‘es that we have our annual meet- 
8 at a time other than when we 
x] our exhibit. Holding exhibits 
td business meetings do not mix. 
“ ® thought of having an annual 
ting of business sessions for two 
“¥8 away from this event, possibly 
te form of a spring meeting at 
me resort or hotel where it might 
Possible to do a little golfing, 
The to me to be a good idea. 
yp you come to this convention 
‘ _cOme here with the hope of its 
Yor you for your time and effort. 
en do not want to be bothered with 
as tings. Give this some thought 

you may be called upon to vote 


To ait, 
> 


on it in the future. 

“During the year, and on a couple 
of occasions this week, the question 
has come up of the possibility of our 
association’s taking some action or 
steps which might run counter to 
any anti-trust laws or unfair trade 
practices. The fact that we do not 
have a lawyer at our meetings, does 
not mean that we’re not doing every- 
thing in accordance with what we 
believe to be legal and good associa- 
tion practice. Mr. McClure has com- 
petent counsel here in Chicago that 
he confers with regularly. 

“During the year we received a 
questionnaire from the Temporary 
Economic Committee in Washington 
(formed to investigate trade associa- 
tions). It consisted of 18 pages of 
about 200 questions. It was a 
very thorough questionnaire, tending, 
among other things, to find out what 
affiliation, if any, our association had 
with any other group. I was con- 
cerned about it and Mr. McClure 
assured me that he would give it a 
great deal of study before answering 
the questions. When it was com- 
pleted he had our counsel in Chicago 
look it over and then I took it to our 
own private counsel in Detroit to be 
approved. 


JOBBER’S QUESTIONNAIRE 


“Rather recently all of you received 
a questionaire from the National 
Refrigeration Supply Jobbers Asso- 
ciation, asking for information on 
your sales policies. Some 120 other 
manufacturers from whom the job- 
bers buy their products also received 
this questionnaire. 

“I am told that the jobbers were 
disappointed in the returns they re- 
ceived from members of our group. 
If you haven’t replied to it, won’t you 
give it some action. Some of us 
haven’t let it be known how we con- 
duct our sales policy and the jobbers 
are attempting to assemble informa- 
tion on this phase of our operations. 

“IT sometimes wonder if we realize, 
when we come to a convention or a 
show, what makes the wheels go 
around. When we see a lot of folks 
at a convention, we assume that that 
is the way it should work—every- 
thing runs along fairly smooth as far 
as we are concerned. You should be 
reminded, however, that it takes a 
tremendous amount of planning to do 
the thing the right way. But, despite 
our most careful planning, many 
little things happen which displease 
us. The natural thing, of course, is 
to register a ‘kick’—usually to some- 
one who is not in a position to correct 
the trouble or take steps to head it 
off next time. 

“If you have any suggestions, won’t 
you please make them in the form of 
constructive criticism to us or the 
future officers of this association. 
Write us a letter and let us know 
what you want us to do. Try to 
refrain from saying, ‘I don’t like this 
or that’—unless you also add a state- 
ment of how you think it could and 
should be done. If your way is a 
better way, you can rest assured that 
it will be quickly adopted. 

“In a few minutes we will hear the 
treasurer’s report as of Oct. 31, 1938, 
which is the end of our fiscal year. 
You will note from this report that 
we have kept very well within the 
budget. We feel pretty good over the 
fact that some organization in this 
period of unbalanced budgets and 
‘borrowing’ and ‘spending’ not only 
can but actually has been operated on 
a ‘pay-as-you-go’ basis. 


REPORT ON SHOW 


“We will have a small profit on our 
exhibit. That money should, and I 
know it will, be spent conservatively 
—largely, I assume, in the promotion 
of our Second Annual Refrigeration 
and Air Conditioning Exhibition. 

“After having served you for three 
years as your President, I now am 
retiring. Aside from my sincere feel- 
ing that it’s desirable to bring new 
faces and new blood into the adminis- 
trative family each year, I think I 
owe it to my own company to give it 
a little more time than the president 
of any association can give if he does 
justice to his association responsi- 
bilities.” 


Parts Manufacturers 


Already Planning 
For Next Show 


(Concluded from Page 1, Column 1) 
concerned with ways and means of 
improving the show during the next 
year, and some talk on the advisa- 
bility of limiting exhibits to members 
of the association—or at least to give 
the members an opportunity to draw 
for space selection and assignments 
before non-members. 

R. M. McClure, executive secretary 
of the association and manager of 
the show, forcefully reminded the 
members that the association and 
particularly the committees in charge 
of the show had done a_ tremendous 
job not only in putting on the show 
but in handling the details of four 
of the five meetings held in connec- 
tion with the show (a thing that 
many convention managers _ said 
couldn’t be done, Mr. McClure pointed 
out). 


PRAISE KNIGHT, THORNDIKE 


Several members got to their feet 
to express their individual thanks 
to M. W. Knight, chairman of the 
exhibition committee, and K. B. 
Thorndike, chairman of the publicity 
committee for the show, and a vote 
of thanks for the committee chairmen 
and members was voted by the 
association. 

The members in meeting also 
urged a study on the uniformity of 
jobber catalogs, at the suggestion of 
M. R. Oberholzer of the L. H. Gilmer 
Co., with the idea of making jobber 
catalogs uniform as to size, shape, 
and binding. 

This, it was explained, would allow 
use of uniform display racks, etc., 
and would probably lower the manu- 
facturer’s cost of supplying catalog 
sheets. 


DIRECTORS ELECTED 


At the close of the meeting the 
members unanimously elected W. C. 


Allen, Modern Equipment Corp.; 
E. W. McGovern, E. I. du Pont de 
Nemours & Co., Inc.; and J. D. 


Colyer, Wolverine Tube Co., as mem- 
bers of the board of directors—each 
to serve for a term of three years. 


In these selections it was felt that 
Mr. Colyer as immediate past presi- 
dent should be returned to the board 
through his great familiarity with 
the problems and policies that have 
been made during the formative 
years of the association and the show, 
during which he has served as presi- 
dent. 

Members of the nominating com- 
mittee, G. E. Graff, Ranco, Inc.; F. 
J. Gleason, Copeland Refrigeration 


Me BP BOR 3 s plete ; 
line of DIAPHRAGM. 
PACKLESS VALVES, 
MANIFOLDS, ACCES. 
SORIES and FITTINGS 


DEHYDRATED | 
AND SEALED 


TUBE COMPANY 


CLEVELAND OHIO. USA 


Corp.; and H. E. Clay of Dole Re- 
frigerating Co., also took into con- 
sideration the desirability of keeping 
the board of directors as representa- 
tive of the industry as possible both 
geographically and by products as 
well as bringing into the board some 
new ‘timber’ each year—now that 
the three-year terms have begun to 
expire. 


NEW OFFICERS 


Following the adjournment the 
board of directors met and elected 
J. S. Forbes, Superior Valve & 
Fittings Co., president; H. V. Higley, 
Ansul Chemical Co., vice president; 
E. A. Vallee, Automatic Products Co., 
treasurer; and R. M. McClure, execu- 
tive secretary. 


Although the association will re- 
main under the management of 
Ortman, McClure, Hadden & Co., 
Mr. McClure will personally act as 
executive secretary of the Refrigera- 
tion Supplies and Parts Manufactur- 
ers’ Association and also will be 
manager of the second Annual AIll- 
Industry Refrigeration and Air Con- 
ditioning show sponsored by the 
organization. 


Wilmington Electrical 
Group Names Officers 


WILMINGTON, Del.—<Arnold Kee- 
ley, Wilmington Maytag Co., has been 
elected president of the Electrical 
Trades Association of Wilmington. 
Other officers are: 

Vice president, Leo Keil; secretary, 
G. Earle Conrad; treasurer, William 
Frederick; directors, Charles’ B. 
Schepfe, William L. C. Lang, and 
George Reese, Jr. 


“The Life Insurance 
of SYLPHON 
- BELLOWS’ 


in Sealing 
Crankshaft Bearings 


The Sylphon Bellows is the most 
effective, most durable crank- 
shaft seal. Many manufactur- 
ers of refrigerators and con- 
denser units have proved this 
... have, for years, been con- 
sistent users of Sylphon Bellows 
Assemblies for seal joints. No 
device could have earned such 
wide acceptance among lead- 
ing manufacturers if it were not 
for genuine and proven merit. 


They know that the remarkable 
durability of the Sylphon Metal 
Bellows assures long, trouble- 
free life in the mechanisms in 
which they are used . . . keeps 
their products sold and mini- 
mizes service problems. Inves- 
tigate! Avail yourself of the 
engineering services we offer 
freely for the solution of speci- 
fic problems. Ask for Bulle- 
tin BO-121. 


THE FULTON SYLPHON CO. 


KNOXVILLE, TENNESSEE 


Representatives in All Principal Cities in | 
and in Montreal, Canada and London, 


Home Electric Churn 
Introduced In South 


BIRMINGHAM, Ala.—An electric 
churn for home use, which is adjust- 
able to fit crock or jar containers of 
from 2 to 6 gallons capacity, has 
recently been developed by Alabama 
Appliance Co., Inc., distributor of 
Universal Cooler and _ Electrolux 
household and Westinghouse com- 
mercial refrigeration equipment, and 
other domestic and commercial appli- 
ances. 

Known as the “Gem Dandy,” the 
electric churn is said to effect savings 
in both time and product over hand- 
churning methods. Only from 5 to 
15 minutes churning time is _ re- 
quired, it is claimed, and 10 to 15% 
more butter is produced than by 
hand churning. Operating cost of 
the unit is said to be only about 5 
cents a month. 

The churn uses a 1l9-hp. 110-volt 
alternating current motor, and has 
an adjustable dasher with thumb- 
screw set. It is mounted on four 
rubber supports to prevent vibration 
and slipping. Rod and face plate of 
the unit are of stainless steel, and 
dasher is aluminum. Six feet of 
rubber cord is furnished with the 
churn, which weighs but 6 lbs. The 
new appliance carries a one-year 
guarantee. 
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THE BUYER’S GUIDE 


ctly the right type of S.A.E. flared 
_ Joint so that you can be absolutely certain 
- of a tight connection. Self centering yoke. 


VALVES e FITTINGS @ TOOLS e CHARGING LINES e FLOATS e STRAINERS e DEHYDRATORS 


With a an Imperial tring tool you Sake 
eke flaring tools for handling copp 


} Sanger of ctacking or splitting — 5 
“THE IMPERIAL BRASS MFG. CO., "565 = ‘fe Avenue, 


IMPERIAL oe Gy mt 


Equip yourself with one of these ine 


work. 


ass OF aleminune tubin 


cago, Illinois 


YOUR JOBBER 


For Bottling bd ~ me 
Bakeries, Drinking Water 
Systems and Other 
Cooling Requirements. 


31 Sizes 
Hundreds of Satisfied Users 


ch 


Waier 
Coolers 


circulating and direct expan- 
sion type for ammonia and 
low pressure refrigerants. 


Compact - = Finished in 
Stainless Steel 


When you sell these cool- 
ers, your customers stay 
sold and satisfied! 


Read what a Texas dis- 
tributor says “ ... There 
has not been one complaint 
yet on the entire equip- 
ment. 


& 
write today for complete 
engineering and sales data 


Built only by 


LARKIN COILS. INC. 


General Office and Factory 
519 FAIR STREET, 8S. E., ATLANTA, GA. 
NEW YORK FACTORY, 57 E. 11TH ST. 


PIPE COILS 


| ACME GUARANTEES 


All Steel Pipe Coils To Be Absolutely Free 
: _ From Dirt And Free Scale oe 


OUR LARGE VOLUME AND EFFICIENT 
METHODS OF DISTRIBUTION PERMIT 


US TO QUOTE [LOWER PRICES] 


You'll save money by sending us your orders for 
AIR CONDITIONING and REFRIGERATION 
PARTS, SUPPLIES and EQUIPMENT. 


Compare our prices. 


Yo AREY 


| 460-263 Geane'St.’ 


4506 Prospect Ave. 


ALTER xy: 


910 Washidgton: Rie: 


Commercial Serwice 


‘1931 Liquid Carbonic’ Soda Fountain 
Operation Outlined For Servicing 


Editor’s Note: To assist the service man in his work on soda 
fountains Messrs. Black and Seitz are describing various models 
of soda fountains produced by several manufacturers. Last week’s 
article described the operation of the “1928 Liquid Carbonic Hook- 
Up.” This week’s article outlines the salient points of operation 
of the “1931 Liquid Carbonic” hook-up, pointing out differences 
between the 1928 and 1931 models. 


By Arch Black and Dean C. Seitz 


In order to eliminate confusion in 
the minds of service engineers, - it 
will be necessary in several following 
articles to differentiate between 
different models of soda fountains by 
naming the manufacturer of the soda 
fountain and the year in which it 
was placed in production. It is not 
the purpose of this series of articles 
to present any of the sales features 
of any of the manufacturers’ prod- 
ucts, but only to give the service 
engineer sufficient information so 
that he may intelligently service any 
complaints that may arise during 
normal operation. 


The ‘1931 Liquid Carbonic’ 


Refrigeration Hook-Up 


Operation of the 1931 Liquid Car- 
bonic refrigeration system hook-up 
is shown in Fig. 1. It is quite similar 
to. the operation of the 1928 system 
described just previously. The simi- 
larity lies in the fact that the brine 
tank .boiler receives its liquid refrig- 
erant in each case through the \%4- 
inch refrigeration coil located in the 
jar enclosure. 

In tracing through the refrigera- 
tion circuit it will be noticed that the 
high pressure liquid for the water 
bath boiler enters through a standard 
float valve. However, the high pres- 
sure liquid for the ice cream boiler 
first passes through an automatic 
expansion valve, then through the 
%-inch copper tubing line in the jar 
enclosure before it enters the brine 
tank boiler. 

Fig. 1 shows the location of the 
automatic expansion valve on a 
diagramatic view of the complete 
refrigeration hook-up. The automatic 
expansion valve is set to maintain 
between 3% and 4 lbs. back pressure. 


The %-inch copper tubing line 
which runs through the entire length 
of the jar enclosure is immersed in 
a sweet water bath, the level of 
which is slightly above the lower 
portion of the syrup jars. 

The water bath boiler is equipped 
with a standard float valve having 
an orifice of .055 inches. The brine 
tank boiler which is fed from the 
jar enclosure coil is fitted with a 
special float valve (Frigidaire Part 
No. 87096) and has a %p-inch 
diameter orifice. 


Operation of this system is as 
follows: when the condensing unit 
starts, the liquid refrigerant in the 
brine tank boiler begins to boil and 
vaporize, thus lowering the refrig- 
erant level, and allowing the float 


valve to open. As the condensing 
unit continues in operation, the suc- 
tion pressure is lowered sufficiently 
(3% to 4 lbs.) to cause the auto- 
matic expansion valve to open. With 
this expansion valve open, liquid 
refrigerant will pass into the expan- 
sion coil in the jar enclosure. 

During the first portion of the 
running cycle, the major portion of 
the liquid refrigerant which passed 
through the automatic expansion 
valve will vaporize in the jar enclos- 
ure expansion coil, and pass into the 
ice cream boiler in the vapor state. 
However, as the condensing unit 
continues to operate, the expansion 
coil in the jar enclosure becomes 
colder and an ice formation builds 
up over its entire length. 

When this occurs, most of the 
refrigerant passes through the jar 
enclosure expansion coil in the liquid 
state since very little heat is trans- 
ferred to the refrigerant due to the 
insulating effect of the ice formation. 
The liquid refrigerant will then enter 
the brine tank boiler, filling it to the 
proper level, which in turn will cause 
the float valve to close. 

From the above brief description, 
it is obvious that the amount of 
refrigeration produced in the jar 
enclosure depends upon the setting 
of the automatic expansion valve 
together with the opening and closing 
of the float valve in the brine tank 
boiler. The expansion valve regulates 
the pressure of the liquid refrigerant, 
and the pressure in turn governs the 
temperature of the refrigerant. The 
opening and closing of the float valve 
in the brine tank boiler limits the 
amount of refrigerant that passes 
through the jar enclosure expansion 
coil. 


POINTS TO REMEMBER 


In comparing the 1931 Liquid 
Carbonic hook-up with the 1928 hook- 
up previously described, the service 
engineer should keep the following 
four points in mind. 


1. The 1931 hook-up has an inde- 
pendent adjustment of the amount of 
ice built up in the jar enclosure by 
adjusting the operating suction pres- 
sure of the automatic expansion valve. 
Lowering the suction pressure will 
reduce the temperature and conse- 
quently produce more ice on the jar 
enclosure coil. Raising the suction 
pressure will decrease the amount of 
ice, and consequently raise the tem- 
perature in the jar enclosure. 

2. Any adjustment of the pressure 
regulating valve installed in the suc- 
tion line leading from the water bath 


Fig. 1— “1931 Liquid Carbonic’ Hook-Up 
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Fig. 1—Diagramatic view of the “1931 Liquid Carbonic” soda fountain 
hook-up shows location of valves in the system. 


boiler, will affect only the ice forma. 
tion around the sweet water bath 
boiler. 

3. The 1931 hook-up permits the 
use of separate condensing units fo, 
the ice cream and water refrigera. 
tion. When two condensing units 
are used, the liquid line of the firgt 
would be connected to the automatic 
expansion valve, through which re. 
frigerant would be supplied to the 
brine tank boiler. The suction line 
would be connected to the suction 
outlet valve of the ice cream boiler. 
The second condensing unit would be 
directly connected to the water bath 
boiler. 

4. Compared with the 1928 hook-up 
the tendency to short cycle is re. 
duced, because of the direct supply 
of liquid refrigerant into the brine 
tank boiler through the jar enclosure 
coil. 

The refrigerant used in the 1931 
Liquid Carbonic hook-up was sulphur 
dioxide. The low-pressure switch set. 
ting should be approximately 4 to 
6 lbs. cut-in, and 15 to 17 inches of 
vacuum cut-out. 


George O’Hara To Head 
Niagara R.S.E.S. Chapter 


BUFFALO — George O’Hara of 
O’Hara Refrigeration Service has 
been elected president of the Niagara 
Frontier Chapter of the Refrigeration 
Service Engineers Society for the 
next year. 

Other officers elected are: Fred J. 
Cameron, Independent Refrigerator 
Service Co., first vice president; M. 
Robert Harrison, second vice presi- 
dent; Stanley A. Szyszkowski, secre- 
tary; Richard H. Townsend, trea- 
surer. 


COMMERCIAL 
REFRIGERATORS 


World's most complete line 
of commercial cabinets — 
13 to 84 cu. ft. capacity. 
MIDWEST 


MFG. COMPANY * GALESBURG, ILL. 


Valves and Fittings 
af ee Standard a the 


scan pinetectuiing Co. 
Pittsburgh, Pa. — 


Faster—Cheaper 


@ Speed freezing in this 
cube maker with Doleco 
Vacuum Plates as 
shelves assures, an al- 
most unlimited’ supply 
cf ice cubes for Hotels, 

Clubs, Restaurants, 
Hospitals, etc., atanew 
low cost. You get 4 
pounds per freezing and 
there are two large 
drawers for storing 


DOLE REFRIGERATING Ct 
210 WN. Clinton St., Chica 


Speed Freezer 
WITH fans VACUUM COLD PLATES 


“HAVE CLARAGE 
MAKE THEM !”’ 


Every year we ship 
to builders of air : 
conditioning units thousands upon = 
sands of Ciarage Blower Wheels 2" 
Assemblies. 

This smaller equipment is designed with 
the same skill characteristic of the large 
Clarage apparatus—just as carefully '@ 
ricated and tested. 

And we have sizes to meet ALL * 
QUIREMENTS—with slow s speed operatio 
insuring SILENT PERFORMANCE. 


May we have your next inquiry? 


CLARAGE FAN COMPANY 


KALAMAZOO, MICHIGAN 
Soles Offices in All Principal Cities 
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Cewice News 


Illinois Service Men Air Field and Chapter 
Problems At Winter Meeting In Chicago 


CHICAGO—Service men who at- 
tended the first annual winter meet- 

of the Mllinois Association of 
Refrigeration Service Engineers, Jan. 
18, during the All-Industry Exhibition 
were rewarded with an interesting 
educational program, covering sub- 
jects ranging from the opportunities 
for the service company in the com- 
mercial sales field to the question of 
moisture in refrigerating systems, 
and a meaty session on ways and 
means Of making their own local 
chapter meetings more interesting 
and profitable. 

Approximately 50 service engineers 
from chapters in central and north- 
ern Illinois attended the all-day 
meeting, which was topped off by a 
party and dance in the Boulevard 
Room of the Stevens that night. 


NATIONAL HEAD TALKS 


Claude Brunton, national president 

of Refrigeration Service Engineers’ 
Society; J. D. Colyer, president of 
Refrigeration Supplies & Parts 
Manufacturers Association; and H. 
W. Merkel, president of National 
Refrigeration Supply Jobbers Asso- 
ciation, were guests at a “presidents’ 
luncheon” prior to the educational 
program. 

Making his first appearance as 
national president before a meeting 
of Service Engineers’ Society mem- 
bers, Mr. Brunton sounded a keynote 
for more and better members in 1939. 

National officers have been ap- 
pointed to head regional groups in 
all sections of the country, he said, 
tohelp chapters with their individual 
problems and to assist in the forma- 
tin of new units. 


MEMBERSHIP STANDARDS 


In seeking new members, he urged 
that individual chapters maintain 
their present high membership quali- 
fications as to competency and char- 
acter. 

“Membership in this organization 
means something to service men 
today,” he asserted. ‘“Let’s keep it 
that way in the future.” He 
promised that national officers were 
planning educational ideas for this 
year, to be announced later. 

Speaking on “The Service Engi- 
wer in Sales,” R. L. Tyler of Tyler 
Fixture Co. painted a picture of the 
ssibilities which exist for the serv- 


| For Information on Motors 


FOR ALL TYPES OF 

Air Conditioning and 
Refrigeration Equipment 
WRITE TO eaneone.1M 


Wagner Electric Corporation 


644) PLYMOUTH AVE ST LOUIS. MO 


MERCHANT & EVANS CO. 


Phila., Pa., U.S.A. Plant at Lancaster, Pa. 


awe executives who, for the past 
Welve years, have been associated in 
‘les capacities with one of the largest 
manufacturers and distributors of 
‘lectrical appliances in the world, lo- 
— in Chicago, have opened a sales 
: ce in Chicago, to become factory 
*presentatives. We are personally 
cauainted with department store 
meatives, utility managers and deal- 
os in Chicago and the Middle West, 
ving done business with all of them. 


| We are ready to represent manufac. 
| Rrers of refrigerators, electric or gas 
pe °s, washing machines, vacuum 
be ners, or other appliances that can 
‘ Sold to this large group of mer- 
7 Sers who know us for our sales 
merchandising ability. 


a. you are a manufacturer and 
matt in the distribution of your 
apr on a basis that will reduce 

Selling cost—we are interested. 


Box 1115 
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ice organization in the commercial 
refrigeration sales field. Most im- 
portant for the service company, he 
said, is to become sales-minded, and 
reap the extra profits that good sell- 
ing brings. 

“Don’t make the service end of 
your business carry the full load,” 
he urged. His address is published 
elsewhere in this issue. 

Herman Goldberg, Chicago manu- 
facturers’ agent, entertained the 
meeting with a showing of color- 
movies taken at various jobber and 
service engineer meetings in the 
east and middle west. 


MOISTURE PROBLEM AIRED 


The causes, prevention, and possi- 
ble means of elimination of a knotty 
problem to service men, “Moisture in 
Refrigerating Systems,” were out- 
lined by E. W. McGovern of the R. 
& H. Chemicals Dept. of E. I. du 
Pont de Nemours & Co., Inc., and 
suggestions on the most economical 
and efficient means of “Construction 
of Refrigerated Rooms” were given 
by Willis Rees of U. S. Gypsum Co. 
Both of these discussions will be 
published in later issues of the NEWS. 

Because the program ran far over- 
time, what promised to be a most 
interesting discussion of ‘Service 
Business Management,” by Walter 
McCarty of Dressen & McCarty, 
River Forest, Ill., could not be pre- 
sented. 

Leading off the morning confer- 
ence on chapter activities with a 
paper on the planning and conduct 


Willis Stafford, an R.S.E.S. director, 
stressed the necessity of providing 
stimulating speakers, good dinners, 
and other worthwhile features if 
chapter members are to be induced 
to attend meetings regularly. 


MAKE MEETINGS MEATY 


“Business meetings,” he pointed 
out, “should be as brief and to-the- 
point as possible. A regular outline 
form should be followed, as_ this 
policy tends to systematize and thus 
to quicken and smoothen the neces- 
sary business procedure. Awkward, 
rambling, and _ pointless business 
meetings can easily be avoided in 
this way.” 

Good speakers on trade subjects 
or other topics of wide general in- 
terest, movies (either the regular 
“how we do it in our plant” films 
sponsored by various manufacturers 
or interesting amateur movies taken 
by “camera bug” chapter members), 
demonstrations of various tricks of 
the trade and methods of service 
procedure were all suggested as pos- 
sible means of brightening any 
chapter’s program plans. 


GOOD FOOD IMPORTANT 


“Prime attendance inducement, 
however, is that old standby—the 
dinner meeting,’’ Mr. Stafford stated, 
“providing that the food is really 
good. That item of good food,” he 
insisted, “is all-important, for it is 
far better to have no dinner meeting 
at all than to have one at which poor 
food is served and the members of 
the organization feel as if they have 
been gypped. 


“If dinner meetings are to be held, 
tickets should be sold in advance in 
order to facilitate the planning of 
food purchases and the covering of 
various miscellaneous expenses. 


“Soliciting of mew members at 
meetings should be avoided as much 
as possible, and under no circum- 
stances should any person be solicited 
for membership the first time he 
pokes his nose into a meeting room. 


GETTING NEW MEMBERS 


“One good way of handling this 
problem is to contact the prospective 
member at his home. Have one or 
two members of the organization call 
on him, informally, and present the 
group’s program in as interesting a 
manner as possible. If this doesn’t 
work, try some other scheme, but 
remember—don’t spoil any meeting 
by allowing high-pressure member- 
ship promotion to rear its ugly head.” 


Closing his talk with a warning 


note on chapter finance, Mr. Staf- 


of programs for chapter meetings, 


ford expressed the opinion that every 
chapter should set up a budget com- 
mittee and—what’s more—follow its 
recommendations. “There’s no reason 
why any chapter,” he declared, ‘“can- 
not only be self-supporting but also 
operate at a profit.” 

In the discussion following Mr. 
Stafford’s paper, it was brought out 
again and again that service men 
are more interested in hearing mem- 
bers of their own organization talk 
than they are in listening to out- 
siders. Inter-member debates over 
trade problems was suggested as one 
means of encouraging members to 
participate in their chapter’s pro- 
gram. 


LOCAL PLANNING NEEDED 


Pointing out that chapter meetings 
need even greater planning than 
national meetings, B. E. Seamon, 
secretary of the Chicago section of 
the American Society of Refrigerat- 
ing Engineers and member of that 
organization’s national council, touch- 
ed on many of the points brought 
out by Mr. Stafford. 


To ensure attendance great enough 
to merit the time of a first-rate 
speaker, Mr. Seamon proposed that 
chapters meet occasionally in con- 
junction with other groups of similar 
interests. He also urged more inten- 
sive and more carefully planned 
publicizing of meetings, with an- 
nouncements enlivened by cartoon 
sketches or almost anything else to 
make them impressive and hard to 
forget. 

“Members of any organization,” he 
said, “have to be sold on the idea of 
attending meetings, so plan your 
program announcements with the 


same care that you would a direct- 
mail campaign for your own busi- 
ness.” 

Roberts’ Rules of Order should be 
followed fairly closely in all meetings, 
in Mr. Seamon’s opinion, with mem- 
bers being given preference over 
visitors in floor discussions. Outsiders 
should be allowed to express their 
views, he said, but should not be 
permitted to monopolize any discus- 
sion. 


“Any tendency toward commercial- 
ism in chapter programs should be 
avoided,” stated Mr. Seamon, “and 
the speakers’ list should not be 
allowed to become top-heavy with the 
names of various factory representa- 
tives. 


“And above all,” he warned, “don’t 
ever have fill-ins—those haphazard, 
hit-or-miss speakers who are some- 
times rushed in at the last minute to 
take the place of a scheduled speaker 
who could not appear. It is far 
better to skip the meeting completely 
than to bore the members with this 
kind of a performance and discourage 
them from future attendance.” 


CONSUMER CONTACTS URGED 


H. T. McDermott, national secre- 
tary of R.S.E.S., made a plea for 
closer cooperation between individual 
chapters and the national body. 
Chapter members should be chosen 
carefully, he stated, and this selec- 
tion should be made, whenever advis- 
able, with the aid of the national 
membership committee. 

Concluding his remarks with a 
brief discussion of the problems 
facing the present-day service man, 
Mr. McDermott declared that the 
industry’s greatest need is improved 


contacts and relationships with the 
consumer. 

It was suggested that the old and 
well established chapters should be 
more instrumental in helping the new 
chapters with their organization 
problems. “There’s no use in having 
pioneers,” one man reasoned, “if all 
who follow them must conquer the 
same obstacles and endure the same 
difficulties.” 

Another suggestion made was that 
regional or national meetings of 
service organizations be held in “off- 
seasons,” when refrigeration service 
work is at its lowest ebb and service 
men consequently have the most-free 
time. 


Maleoe Re-Blected Mead of 
Mississippi Valley RSES 


DAVENPORT, Iowa—L. C. Nelson 
of Galesburg, Ill. was_ re-elected 
president of the Mississippi Valley 
Chapter No. 1 of the Refrigeration 
Service Engineers’ Society for the 
1939 season at a recent meeting of 
the society. 

Officers who will serve with Mr. 
Nelson include: C. L. Hartman, Rock 
Island, Ill., vice president; E. L. 
Bengston, Davenport, Iowa, secretary 
(re-elected); Fred Tindall, Moline, IIl., 
treasurer (re-elected); and Ed. M. 
Dick, Davenport, Iowa, sergeant-at- 
arms. The following were named 
board members: Clarence A. Teagar- 
den, Galesburg, Ill.; H. A. Willetts, 
Rock Island, Ill.; and Mr. Dick. 

Members made plans for the third 
annual banquet and entertainment 
which will be held Feb. 18 at the 
Hotel Blackhawk in this city. 
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The Velvet Action Of A 


PEERLESS EXPANSION VALVE 


is Due To Superior Design 


@ There is no jumping, jerking or jittering — just a sure, steady movement 
that makes Peerless the most advanced thermal expansion valve in the indus- 
try. The body of the valve can be placed in a temperature either higher or 
lower than the bulb temperature without affecting control. Valve is dened 
with refrigerant having same pressure-temperature characteristics as the 
refrigerant with which ‘it is used. This causes a more constant superheat 
throughout entire temperature range. Try a Peerless on your next job and 


see the difference. 


_ MAIN FACTORY © GENERAL OFFICES 
515 West Thirty-fifth Street, Chicago 


ific Coast Factory 
3000 S. Main Street 
Los Angeles 
Export Division: 
.O. Box 636, Detroit 
Michigan, U.S.A. 


Packed in | 
Tamper-proof 
Metal Container 


Available in — 


Wide Range of 
Orifice Sizes 


Threaded Sealed 
Capillary Tube 


SERVICE 
" DEPT. 


anco inc., 
Columbus, 


“ * enpaperteg a worn-out domestic refrigerator control 
2) © is a quick, clean, money-making job —with a Ranco 
Exact Replacement. Toss out the old—slip in the 
new! That's all there is to it! It’s the kind of service 
that makes a hit with the customer —and you have the 
satisfaction of knowing you've installed a quality unit 
that is certain to give dependable service. 


Ask your jobber for Ranco Controls. Thirty-two Exact 
—and ten General — Replacement Models. 
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55 Years 1886 
SERVICE 1939 


, and Distributor’s proposition. 


PERCIVAL Line 
meets EVERY NEED ! 


Inéludes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy and Produce Display Cases and 
Percival Condensing Units. 


Quality built; corkboard insulated; 
porcelain clad; beautifully streamlined. 
Coiling system is second to none. 


Write for attractive prices, literature 


me C.L.PERCIVAL Co. 
DES MOINES,IOWA 


UNITIZED EQUIPMENT (SWésieneson 


FOGE 


Rear View of Unitized Case 


» REFRIGERATOR CO 


Unit installed in counter extension and 
tested at factory. 

Ready for operation on arrival. 

Provides greater convenience and handy 
portability. 


Equipment can be moved without discon- 
necting and _ re-installing compressor. 


Complete line of Refrigerated Food Storage 
and Display equipment. 


Interesting distributor proposition. 
Inquire today! 


16‘ & Vine Sts., Ph 


SEND FOR | 


TEMPERATURE 
_ CHART OF | 


REFRIGERANTS 
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This handy chart gives pressure-temper- 
ature relationships of sixteen commercial 
refrigerants. Write for your free copy! 
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PERFECT PERFORMANCE 
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PITTSBERG CHEMICAL CO. 


Central Tower, San Francisco, California 
Manufacturers of 
Triple-Refined SULPHUR DIOXIDE 
New Process METHYL CHLORIDE 
Shipped in the New Light-Weight 
Cylinders. 

Also Methylene Chloride and 
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Kinetic Chemicals, Inc. “PREON-12.” 


OF THE FIELD 


@ FOUR YEARS ago Fyie originated its 
unique WELDED STEEL construction for 
commercial refrigerators. Now other makes 
are following. But Tyler still leads with 
new improvements an winger values. Wide 
range of—Top Display...Double Duty... 
Delicatessen Cases... Reach-Ins...Walk- 
Ins. Sparkling streamlined beauty. Latest 
engineering advancements. Write today 
for dealer catalog. 


TYLER FIXTURE CORPORATION 
DEPT. E, NILES, MICHIGAN 
NEW YORK OFFICE: 601 W. 26th ST. 


BOSTON OFFICE: 683 BEACON ST. 
CHICAGO OFFICE: 1663 W.OGDEN AVE, 


MILLS 


COMPRESSORS 


for Commercial Use 


Mills Novelty Company * 4100 Fullerton Avenue * Chicago, Illinois 


DISPLAY AND STORAGE EQUIPMENT | 
FOR RETAIL FOOD STORES 
SHERER-GILLETT CO 


MARSHALL. MICHIGAN 


The Sherer Franchise Offers: 
ye COMPLETE LINE OF CASES, 
COOLERS AND BOXES. 


te NEW EQUIPMENT con- 
stantly under develop- 
ment, opening new 
fields for compressor 
sales. 


%& LAYOUT DEPART- 
MENT—layouts for 
food store modern- 
ization programs 
without obligation. 

% ADVERTISING— 

Sherer Equipment 
advertised by mail 
and in leading trade 

publications. 


both on one adie 
Write for ined. 
Writ A >sir' Pie ALL 


SHERER - GILLETT CO. wigan 7 
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Commercial Re rigeration 


‘Silver Fleet’ Line 


Looking Over the 


2 ie: 
6 SERVEL 


ECO 


Louis Ruthenburg (center), president of Servel, Inc., looks over the first 


run of Servel “Silver Fleet” units 
production lines. 


now coming off one of Servel’s 


Chief Engineer Clyde Ploeger, left, and Harry New- 


comb, general manager of the electric refrigeration division, are proud 
to show off their “youngest.” 


New 4-Cylinder Units 
In Servel ’39 Line 


(Concluded from Page 1, Column 3) 
automotive field, it is claimed, for, 
while the four-cylinder automobile 
engine develops a power impulse only 
every other revolution of the crank- 
shaft, a _ refrigeration compressor 
delivers a power stroke every revolu- 
tion. 

In the matter of smoothness, 
therefore, say Servel engineers, a 
four-cylinder compressor compares 
favorably with an_ eight-cylinder 
automotive engine, an eight with a 
16, etc. 

Pistons on all four-cylinder Servel 
compressors are spaced 90°, so that 
the strokes overlap, giving an even 
flow of compression and a non- 
pulsating flow of refrigerant in 
interconnecting fines. This quieter 
performance, it is believed, may open 
up new fields for refrigeration not 
previously considered practical be- 
cause of the noise and vibration 
incident to installation of the units 
adjacent to occupied quarters. 


Simplification of the parts problem 
also has been accomplished by the 
new line, it is said. All of the stand- 
ard air and water-cooled models from 
¥y% hp. through 1 hp., including some 
20 different units, can be given 
ordinary field service with a parts 
stock that the service man can carry 
in his coat pocket, it is claimed. 


The four-cylinder models from % 
hp. up are twin duplicates of the 
smaller models in the 4 and '%-hp. 
brackets. This makes pistons, valve 
plates, valves, eccentrics, seals, gas- 
kets, shafts, and heads interchange- 
able over a wide variety of models, 
although allowing for a considerable 
variety in displacement among the 
several compressors. 


Several past Servel features have 
been continued in the new line. All 
machines still carry the balanced 
pressure seal, and all include the oil 
separating features with sealed 
crankcases to prevent oil slugging. 
All units will carry Underwriters’ 
Laboratories approval, and all pub- 
lished capacities will be certified by 
Nema. 

Considerable range of choice also 
has been provided in the various 
popular sizes. In the competitive 
14-hp. bracket, for instance, the com- 
pany has three models: one standard 
cast base unit for remote application, 
one steel base unit with rubber 
mountings, for self-contained work, 
and a third extra-large model suit- 
able for remote use with electric 
motor or gas engine drive. 

In the %-hp. bracket, two models 
are offered: one a high-capacity four- 
cylinder model, suitable for multiples 
of display fixtures or small coolers, 
and a second twin-cylinder unit de- 
veloping slightly lower capacity, but 
filling the gap which has hitherto 
existed between the 14% hp. and the 
full-capacity %4-hp. bracket. 

Choice of several types also is 
available in the % and 1-hp. sizes, to 
suit varying capacity demands. 

Although no drastic cuts are being 
made in prices, the new line is priced, 
per unit of capacity, as low or lower 
than any line in the company’s 
history, according to Servel officials. 


The line is called the “Silver Fleet” 
because of its exterior appearance, a 
combination of synthetic “silver” 
paint with black belt guards and 
condensers. New finish is said to lend 
a distinctive appearance to the units, 
both in display and_ installation 
locations. 


New line is the culmination of a 
development program started in 1934, 
reports Harry Newcomb, _ general 
manager of Servel’s electric refrig- 
eration and air-conditioning division. 
Commercial refrigeration must be 


‘Inside Story’ of New Compressor 


The above cutaway of Servel’s new four-cyinder “Q” compressor reveals 
features of internal construction. This cutaway, operated slow motion, 
will be exhibited at New York City and at other regional meetings 


taken out of the “horse and by 
age” if any real progress is to be 
made in the new fields which ap, 
now opening up, he says. 

In the rising market which appay. 
ently is just ahead, a real pride o 
ownership must be built up on the 
part of the ultimate buyer, Mr. New. 
comb believes. To be successful, jp N 
his opinion, the product must not tl 
only be mechanically sound, efficient 
and durable, but also must have th, 


eye and ear-appeal which the cys. pene 
tomer associates with high quality, a 
———. mucl 
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NEW YORK CITY—Servel’s new prod 
“Silver Fleet” line of commercia) the V 
refrigeration equipment’ will fy matic 
shown to the company’s field force The 


for the first time at the conference ent. 
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Sheffield Farms’ new $2,500,000 plast # 
New York City, mightiest of its 
uses four big Prick refrigerating mact* 
to cool 24,000 to 32,000 quarts of milk # 
hour, after being pasteurized, in addi 
to making 160 tons of ice daily wl 
keeping six large ice boxes cold. 


of eastern distributors, dealers, ang becon 
allied manufacturers in Hotel Abbey, cializ 
Jan. 27 and 28. tion | 
Unveiling of the line is scheduleg prise 
for the Friday morning session, with and 1 
business meetings continuing that chine 
afternoon and all day Saturday. possik 
Louis Ruthenburg, Servel president, reduct 
will deliver the keynote speech at tured 
the annual dinner Friday night, in tec 
Other speakers on the dinner pro. chang: 
gram are Harry Newcomb, genera] 
manager of the electric refrigeration PRIC 
and air-conditioning division; A. F In a 
Scharer, in charge of export sales: world, 
J. W. Klein, distributor; and George out gC 
F. Taubeneck, editor of AIR COND. thems¢ 
TIONING & REFRIGERATION NEWS. §£, prices 
A. Terhune, Servel eastern manager, actual 
will be toastmaster. the la 
Business sessions also will be under extent, 
Mr. Terhune’s direction, assisted by 9 the w 
Eastern Engineer A. M. Schmitz, regula 
Speakers include Chief Engineer calcula 
Clyde Ploeger, who will discuss engi. Gooc 
neering phases of the new line; W. J. clothin 
Aulsebrook, assistant sales manager, tensive 
presenting highlights of the com. numeré 
pany’s sales promotion program; C. cles ar 
L. Olin, applications manager, out- travel, 
lining field engineering and new transpc 
applications; and Service Manager ticket 
P. B. Reed, with salient installation On eve 
and servicing features. chases 
Other speakers include Harry F. not fixe 
Bell, district manager, and Victor the ma 
Moss and J. D. Kelter of Moss Mfg. tions. 
Co. This 
Featured speaker on the Saturday essary 
morning program is M. T. Zan these g 
tschenzeff, inventor of the “Z” sys iy ly by 
tem of quick freezing of frosted foods, Series 
who will discuss recent developments must b 
in this industry. themsel 
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Including former purchases, shes 
now has 36 Frick compressors. Proms 
firms throughout the country have t 
bought from 10 to 575 Prick machine 
will pay you to investigate the 
capacity of Frick equipment—wheth® 
air conditioning, making ice, °F 
cooling services. Machines in sizes ie 
% horsepower to 400 horsepower: we 
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Pricing Is More Than Adding A Markup 
To Cost, Brookings Study Indicates 


By Edwin G. Nourse, 


N days of primitive handicraft, 

there was no such thing as price 
policies Or the “administration” of 
prices. Makers of goods simply 
prought them to market and sold 
them for whatever they would bring, 
much as staple agricultural products 
are marketed today. If the supply 
was limited and the demand good, 
they got a good price. If the supply 
was relatively large, the price was 
jow. High prices stimulated further 
production and low prices checked it; 
the whole process was largely auto- 
matic. 

The situation today is vastly differ- 
ent. Our productive processes have 
pecome highly complex and _ spe- 
cialized, and our industrial organiza- 
tion has become one of large enter- 
prise with heavy investment in plants 
and machinery. The economic ma- 
chine which exists today has made 
possible, by and large, tremendous 
reductions in the cost of manufac- 
tured goods, and with these changes 
in technique has come also a vast 
change in the way prices are made. 


PRICES PRECEDE PRODUCTION 


In a large segment of the industrial 
world, producers do not merely turn 
out goods and let prices take care of 
themselves. Rather typically, the 
prices of goods now come before 
actual production, rather than being 
the last step. Prices, to a great 
extent, are reckoned in advance, and 
the whole productive process then 
regulated in accordance with the price 
calculation. 

Goods as diverse as automobiles, 
clothing, groceries which entail ex- 
tensive preparation, books, and in- 
numerable other manufactured arti- 
cles are priced this way. When we 
travel we do not bargain with the 
transportation agency, but buy a 
ticket at a rate fixed long beforehand. 
On every hand we are making pur- 
chases of articles whose prices are 
not fixed by immediate bargaining in 
the market, but by advance calcula- 
tions. 

This administering of prices is nec- 
essary to our economy, for most of 
these goods can be brought into being 
only by reliance on a complicated 
series of arrangements. Supplies 
must be bought, and these supplies 
themselves may be manufactured 
articles. Money must be borrowed. 
Allowance must be made for the 
preservation of profit if credit is to 
remain unimpaired. At the same 
time, prices must be low enough to 
promote broad consumption. 

These “administered” prices give 
business executives a power over 
prices not possessed by the makers 
of goods in handicraft days, or by the 
small farmer today. The economic 
system, instead of being automatic, 
operates under the guidance of busi- 
hess and financial executives. 

This situation is not necessarily an 
evil to be disparaged and attacked. 
It is simply the kind of pricemaking 
system which naturally arises in a 
large part of our industrial and mer- 
cantile world where we must have 
large capitalistic enterprises if we 
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Brookings Institution 


are to have the efficiency which goes 
with the age of modern science. 

There are many factors’ which 
enter into the making of prices, such 
as taxation, the interest rate, wages, 
consumer purchasing power, and 
taste and habits of consumption. But 
there is an important area in which 
the executive can exercise a consider- 
able degree of influence. The skill 
which he develops in exercising this 
function has much to do with general 
prosperity, and with the health of the 
system of private capitalism, with 
the way markets are expanded, mass 
production developed, and economic 
progress attained. 

Advertising campaigns and good 
astute salesmanship can do some- 
thing to make the demand for cer- 
tain products more elastic, but there 
is another sense in which the ad- 
ministrator’s influence over the price 
system goes much beyond the mere 
diverting of consumers’ dollars to 
him and away from a competitor. He 
can actually stretch consumer de- 


concept of price-making still prevails. 
They simply add their costs, including 
a profit margin, and offer their prod- 
uct to the public at the resulting 
figure. Maximum safety to existing 
capital is sought through large unit 
profits. The question of whether they 
would not fare better in the end with 
lowered costs and selling price that 
would attend increased volume is 
largely ignored. 


Executives in the more progressive 
group adopt the view that capital can 
really be preserved only by protect- 
ing the vigor of the productive pro- 
cess, and thus they emphasize the 
need of prices that will permit full 
operation of the system. 


These business men see that busi- 
ness is not defensive warfare whose 
goal is the protection of existing 
property. It is offensive warfare de- 
signed to push out the frontiers of 
wealth. This can be done only by 
policies and action which promote 
and accelerate business activity. To 
close a plant or curtail operations or 
refuse business because he cannot 
meet the price terms on which it is 
offered is for the business executive 
a confession of defeat. He must be 
constantly increasing the volume of 
his business and thus of total busi- 
ness through the increase of effi- 
ciency, the lowering of costs, and the 


The Brookings Institution, 
whence came this study of price 
policies, is a remarkable group of 
endowed scholars, economists, and 
research workers who periodically 
issue learned studies of American 
economy which command _§ the 
attention of the entire nation. 

Some of their better-known re- 
cent contributions to American 
economic and political thinking 
include “America’s Capacity to 
Produce,” “America’s Capacity to 
Consume,” “The Formation of 
Capital,” “Income and Economic 
Progress,” and “The Economics of 
Open Price Systems.” 

This institution is one body 
which is listened to with respect 


Brookings Institution Calls Attention 
To Progressive Industries 


by New Dealers, Wall Street, col- 
lege faculties, the press, and the 
general public. 

It is interesting to note that in 
its study of price policies the 
institution commends in particular 
a number of industries which are 
familiar to many readers of AIR 
CONDITIONING & REFRIGERATION NEWS: 
electrical manufacturing concerns, 
the large mail order houses, the 
food chains, the leading chemical 
companies, and the automobile 
industry. 

They have done, says the report, 
“a notable work of reducing prices, 
expanding their output, and raising 
the existence level of the people as 
a whole. Their policies create jobs.” 


mand by simplifying design, learning 
to use cheaper materials, gaining 
economies by mass production and 
mass distribution, and through attain- 
ing capacity operation. This amounts 
to fitting the price structure to the 
income structure, a process which 
itself acts dynamically to enlarge 
total income. It results in larger 
volume, more employment, and a 
general quickening of business which 
in turn enlarges consumers’ money 
incomes. 


PRICE POLICIES HAVE CHANGED 


Although administered prices have 
been an important factor in our 
economy for two generations, there 
is a great difference between the way 
they were employed several decades 
ago and today. In the early days of 
industrialism and the first growth of 
great corporations, many executives, 
inexperienced in the exercise of these 
new-found powers, were economically 
clumsy and shortsighted in the way 
they exercised them. They tried to 
make a short-run “killing” out cf 
high profit margins, charging all the 
traffic would bear. They sought to 
control markets and suppress com- 
petition. Although these efforts did 
not always succeed, failure did not 
necessarily alter the business philoso- 
phy on which they were predicated. 

But as the years passed the wiser 
and...more far-sighted began to see 
that such types of price administra- 
tion failed to cultivate the market 
and make it grow so as to maintain 
continuous capacity operation for 
plants of a size necessary for most 
efficient production. The result was 
a gradual reorientation of price mak- 
ing in a different direction. 


Some reformers are still talking as 
though the abuses of the late nine- 
teenth and early twentieth centuries 
were still with us, unabated in form 
or force. But keen observers of the 
actual business scene know that 
price-making today is moving on to. 
a much more skillful and constructive 
basis than in the earlier period. 
Scores, indeed hundreds, of the 
leaders among business executives 
are applying all their ingenuity and 
experience toward producing more 
goods at lower prices so that mass 
consumption may make it possible to 
attain the full economies of mass 
production. 

There are many enterprises and 
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enlargement of values. 

At a time such as the present, it is 
well for the business man to ask him- 
self whether his price policies are 
merely maintaining the status quo, 
or whether they are actively con- 
tributing to economic progress, and 
thus promoting the health of the sys- 
tem of competitive private capitalism. 

It is estimated that the nation’s 
total unemployed amount to around 
10,000,000, a substantial proportion of 
whom are supported by federal relief 
funds. There is constant pressure to 
increase the dependence of these 
millions on the public treasury. 


If the demand for increased govern- 
ment responsibility for providing em- 
ployment is to diminish, it will be 
because employment is provided by 
private industry. Business obviously 
cannot afford to go out and hire un- 
needed men. But the competitive 
pacemakers have shown the way. 
The automobile industry, the leading 
chemical companies, and large mail- 
order houses, the food chains, and the 
electrical manufacturing concerns are 
among those that have done a notable 
work of reducing prices, expanding 
their output, and raising the existence 
level of the people as a whole. Their 
policies create jobs. 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 


PAYMENT in advance is required for 
advertising in this column. 


REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


VALVE DESIGN Engineer: Capable of 
guiding development of solenoid valves 
and other types for commercial refrigera- 
tion and air conditioning. Must have 
current ‘background in valves, covering 
design. Knowledge of market and com- 
petitive conditions desirable. Please do 
not answer this ad unless you have these 
definite qualifications. Responsible manu- 
facturer entering this field offers unusual 
opportunity. State age, salary and experi- 
ence. Please be brief and to the point. 
Our own men know of this advertisement. 
Box 1110, Air Conditioning & Refrigera- 
tion News. 


YOUNG SALES Engineer with foreign 
trade background and knowledge Spanish, 
French. Familiar with commercial refrig- 
eration and able to make own proposals. 
Also merchandising household refriger- 
ators for well known export organization, 
New York, with possibilities travel later. 
Reasonable salary to start with good 
prospects. Write giving age, full particu- 
lars, salary expected. Box 1114, Air 
Conditioning & Refrigeration News. 


POSITIONS WANTED 


GRADUATE of Refrigeration & Air Con- 
ditioning Institute desires position with 
contractor or dealer in eastern U. S. 
installing air conditioning equipment. 
Six years’ electrical experience. <A. B. 
physics, mathematics, engineering draw- 
ing. At present employed, electrician, 
including servicing commercial refrigera- 
tion machines. Married. Excellent refer- 
ences. Box i111, Air Conditioning & 
Refrigeration News. 


REFRIGERATION AND Air Conditioning 
Institute graduate, business college gradu- 
ate, also mechanical and electrical draft- 
ing training and experience. Past five 
years in estimating and survey work. 
Also office experience, good correspondent. 
Now employed, age 31, good personality, 
appearance and _ habits, conscientious 
worker, free to travel. Can furnish bond 
and references. Box 1116, Air Conditioning 
& Refrigeration News. 


DEALERS AND SERVICEMEN—Offering 
Kelvinators, General Electrics, Westing- 
houses, Frigidaires, as is, as low as $8.00 
each, guaranteed fully equipped. Frigid- 
aire compressor units, all sizes, guaranteéd 
in perfect condition. We have brand new 
boxes, all makes, at below dealers’ prices. 
Write for prices! LANDOR WARE- 
HOUSE, INC., 53 East 10th Street, New 
York City. 


REPAIR SERVICE 


GENERAL ELECTRIC and Westinghouse 
hermetic units rebuilt. Guaranteed un- 
conditionally for one year and returned 
to you finished like new. Units are 


entirely disassembled in our large modern 
shop, tested through every step of pro- 
duction during rebuilding with the most 
complete test equipment for accurate 
work, then subjected to exhaustive run- 
ning tests under actual operating condi- 
tions. Each unit measures to exacting 
standards after rebuilding. Prices $30.00 on 
General Electric DR-1, DR-2, and West- 
inghouse; $35.00 on General Blectric DR-3. 
Quotations furnished on other models. 
Quick service — guaranteed work. 
REFRIGERATION MAINTENANCE 
CORP., 321-27 East Grand Ave., Chicago. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


SERVEL HERMETIC units burned or 
stuck completely rebuilt $22.50. Uncondi- 
tionally guaranteed for 12 months. Most 
complete shop in Northwest. Same loca- 
tion for 10 years. Write for information 
regarding other hermetic units. Also 
carry parts for 14 nationally known 
refrigerators. Compressors for exchange. 
Dun & Bradstreet, 1st National Bank, 
references, REFRIGHRATOR SERVICE 
CORPORATION, 1121-23 5S. ‘T7th St. 
Minneapolis, Minn. 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock, $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. B. 
Frigidaire $2.50. In business over 20 
years. Our name is our guarantee. 
UNITED SPEEDOMETER REPAIR CO., 
INC., 342 West 70th Street, New York City. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Nameplates: in Perpetual Motion 


Constantly working for more sales. Without obligation let 
our artists create for you an embossed nameplate that will 
go far beyond merely identifying your product. Today—write 
for details that will make your plate part of your sales force. 


American Emblem Co., Inc. 
Earle Blvd., Utica, N. Y. 


Sales Offices: New York, Chicago, Philadelphia, Dayton, Detroit, 
St. Louis, Los Angeles. Representatives in all major cities. 


1914—Our Silver Anniversary—1939 
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Gilmer 


eee 
Guarantees You over 41% 


e famous 35-R Assortment 
of Gilmer Refrigerator Belts 
eR 


Best-sellers for all the most popular makes. 
Gilmer Display Bar (or 25 Gilmer Dis- 
a play Hooks) included with assortment. 

_ Look on Page 4 of the Gilmer Catalog, 
“America’s Belt Bible,” for this fast 


money-maker. 


Send TODAY for your FREE COPY. 
L. H. GILMER COMPANY, Tacony, Philadelphia 


thank all 


and Publicity Committees. 


KUDOS 


We feel that it is only fitting that we attempt, in some manner, to 
members of the Refrigeration 
response at the All Industry Convention January 16-19. 


We were able to display our line of Aminco refrigeration parts to 
manufacturers, jobbers, dealers and service engineers at a time when 
their interest in new products was at a peak. 
appreciate the efforts of the Association Officers, and the Exhibition 


AMERICAN INJECTOR COMPANY 


FOURTEENTH AVENUE, DETROIT, MICH. 
Pacific Coast: Van D. Clothier, 1015 EH. 16th, Los Angeles, Calif. 


industry for a_ splendid 


Particularly do we 


CONDENSING UNIT FACTS 


1. Our Aim, “More BTUs in a compact package”. 
2. Result, Your dollar buys more BTUs. 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 
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AIR CONDITIONING & REFRIGERATION NEWS, JANUARY 25, 1939 


————___ 


Air-Conditioning Dealers Form Own 
Association At Meeting In Chicago 


(Concluded from Page 1, Column 4) 
November when the new association 
was discussed at length. 

Mr. Keller related what had been 
done in Detroit to assure satisfactory 
codes for the installation and opera- 
tion of air-conditioning systems, and 
expressed the desire that information 
of this character be made available 
to the entire industry. 

It also was pointed out that while 
the structure of air-conditioning 
associations, bureaus, councils, and 
organizations were different in many 
parts of the country, a need existed 
for solidification of these interests 
on a national front. 

A letter from Walter P. Davis, 
secretary, Air Conditioning Council 
of Western New York, Buffalo, was 
read before the meeting, setting forth 
his interest in an “association of 
local groups” which would tend to 
consolidate the industry. 


KELLER STATES THE CASE 


Referring to the existing organiza- 
tion of the Heating, Piping & Air 
Conditioning Contractors National 
Association, Mr. Keller stated that 
“it is not our desire to superimpose 
an organization on one that is 
already adequate for the purpose it 
serves, but rather to give expression 
to the air-conditioning business as 
an industry, and to set up machinery 
for the exchange of ideas and infor- 
mation relating to the problems of 
merchandising air-conditioning equip- 
ment.” 

W. F. Slater, Slater Engineering 
Co., Memphis, Tenn., related trade 
problems that had been encountered 
in Memphis, where loss of profit in 
the air-conditioning business could be 
attributed to “bleeding” by various 
trade groups associated with the 
industry. Mr. Slater said that while 
many of these problems were local, 
he saw a real need for a national 
organization. 

Pointing out that the dealer-con- 
tractor is in an entirely new func- 
tional position, he stated that “under 
present conditions no one is making 
any money,” and that “poor installa- 
tion of air-conditioning equipment is 
hurting the business.” 

H. C. LeVine of Detroit said that 
the prime purpose of any organiza- 
tion was to put the business on a 
paying basis, and that this com- 
munity of interests should draw the 
industry together. 


EXCHANGE OF DATA SOUGHT 


Mr. LeVine asserted that the men 
who merchandise air-conditioning 
equipment have separate problems 
from the heating, piping, plumbing, 
electrical, and other trades, and that 
the industry should not be turned 
over to any one of these groups, but 
should have machinery available for 
an exchange of accurate information. 
He also related certain instances 
where haphazard information on 
codes and trade practice had caused 
harm to the business. 

J. P. Baldwin of Chicago stated 
that he was well satisfied with the 
“united front” that had been pre- 
sented in the Chicago area by the 
Chicago Master Steamfitters’ Asso- 
ciation. 


LOS ANGELES EXPERIENCE 


Alfred Epstein of Los Angeles re- 
viewed the recent labor clashes on 
the West Coast, and stated that 
attempts to organize the air-condi- 
tioning industry through labor unions 
had not met with any great success. 
He said that informal organization 
of air-conditioning dealers and con- 
tractors in Los Angeles was now in 
existence, and that a national group 
should be started in a small way, 
nursed along, and eventually de- 
veloped into an organization which 
would be of service to the entire 
industry. 

Hugh North of Kalamazoo, Mich., 
said that he believed separate cities 
should organize locally, with the idea 
of eventually having representation 
in the national organization. Mr. 
North believes that an insufficiency 
of funds might make national action 
difficult at the present time, but he 
felt that everyone present at the 
meeting should go home and organize 
their own local group. 

W. T. Heaney of Detroit stated 
that pressure was being brought to 
bear on various city officials because 
of certain fires that had occurred in 
air-conditioned buildings in several 
sections of the country. Mr. Heaney 


indicated that if the air-conditioning 
industry did not organize on a na- 
tional scale, it could expect the 
insurance companies to take a strong 
part in drawing up local installation 
and operation codes. 

Mr. Heaney related his experience 
in dealing with the ever-widening 
scope of governmental regulation, 
and asserted that if this regulation 
was not held within reasonable 
bounds it would be of untold harm 


| to the industry. 


Mr. Epstein then moved that ‘the 
chairman appoint a national council 
for the purpose of drawing up pro- 
posed rules, by-laws, organization 
procedure, and physical set-up for a 
national air-conditioning association, 
which might be submitted to all 
interested parties for consideration.” 

This motion was placed before the 
meeting for discussion. 


PIPING MAN SPEAKS 


George H. Dickerson related the 
experience of the heating and piping 
contractors association in Chicago on 
matters of codes, standards, and 
trade practice, and stated that he 
believed mutual benefit could be ob- 
tained in a _ national cooperative 
organization. 

Mr. Hart then outlined the early 
history of the Heating, Piping & Air 
Conditioning Contractors National 
Association, and mentioned the cleav- 
age of the A.S.H.V.E. from _ that 
organization. He stated further that 
air conditioning was part of a con- 
tractor’s function, and that he be- 
lieved dealers and contractors should 
be separate, belonging to separate 
organizations which conformed to 
their own codes. 

Asserting that air-conditioning 
equipment is no different from boilers, 
radiators, and other things installed 
by the heating and piping trades, 
Mr. Hart suggested that air-condi- 
tioning men try membership in the 
Heating, Piping & Air Conditioning 
Contractors National Association as 
a solution to their problems. 


NOT ELIGIBLE NOW 


Mr. Keller then asked Mr. Hart if 
the present by-laws of the local heat- 
ing and piping associations would 
permit membership by air-condition- 
ing dealers. Mr. Hart replied in the 
negative, but stated that he expected 
the by-laws to be changed at the 
next national meeting to permit 
“associate memberships” for air- 
conditioning dealers. 

H. C. Wheeler of Chicago said that 
the air-conditioning industry was 
being besieged by trades, groups, 
and governmental regulations, which 
indicated the need for a_ strong 
central organization, “something 
stronger than anything we have.” 
Stating that this might be accom- 
plished by affiliation with the heating 
and piping contractors national asso- 
ciation, he indicated that whatever 
was done in the way of organization, 
he favored a powerful organization 
rather than a weak one. 

Mr. Epstein then asserted that the 
air-conditioning industry, as a _ busi- 
ness, should be divorced from the 
heating and piping trades. Citing 
examples of many installations on 
the Pacific coast where no heating 
was installed in the building, or 
heating was incidental to the cooling 
work, Mr. Epstein demanded that the 
air-conditioning industry be placed 
on its own feet on a national scale. 
Further expansion in the sale of 
“package” air-cooling equipment 
would make this even more to be 
desired, he said. 


NEED FOR SEPARATION 


Charles E. Tupper of Minneapolis 
outlined the situation in the Twin 
Cities, and said he believed that air 
conditioning should be separated 
from, and not become subservient to, 
any of the other trades, including 
heating, plumbing, and electrical con- 
tracting. Declaring that, in spite of 
the fact that Minnesota has a cold 
climate, 60% of his business was in 
the cooling field, he said that if any- 
thing, the other trades should become 
a part of the air-conditioning busi- 
ness. 

Mr. Epstein then restated his mo- 
tion, calling for the appointment of a 
national council which should study 
the situation and appeal to local 
associations for aid in the formation 
of a permanent group, which should 
include air-conditioning dealers. and 
contractors. 


Commenting on the motion, Ben 
Natkin of Kansas City, Mo., stated 
that it had been difficult to segregate 
the air-conditioning industry from 
other types of business because of 
the “large turnover of dealers and 
dealer-contractors in the business.” 

Asserting that “progress in the 
industry may be traced directly to 
the merchandising done by air-condi- 
tioning dealers,” Mr. Natkin related 
how only a small percentage of the 
business of Natkin & Co. was not 
creative in nature. Mr. Natkin said 
that while the heating and piping 
trades were interested in bidding on 
certain jobs, that from his experience, 
these made up but a small portion 
of the industry. 


KANSAS CITY PLAN 


Mr. Natkin told of the relationship 
between air-conditioning firms and 
the heating and piping contractors 
association in Kansas City following 
the organization of the industry 
under the N.R.A. 

At this time, Mr. Natkin said, the 
heating and piping trades were ‘per- 
mitted by the government to use the 
word “air conditioning” in their 
association activities. 

“For one whole year we turned 
the business in Kansas City over to 
this group,” he said, “and the result 
was that we obtained almost no 
business. Finally the unions them- 
selves complained about the lack of 
work, and were instrumental in 
getting the business returned to the 
air-conditioning dealers, where it 
belongs. 

“While I believe we should cooper- 
ate with the heating, piping, and 
other trades, I see the need for a 
distinct organization. Certain prob- 
lems, such as the failure of dealers 


resulting from the high-pressure 
methods of manufacturers, are re- 
lated only to the air-conditioning 
dealer, and are no concern of the 
heating and piping contractor.” 

Following the discussion by Mr. 
Natkin, the motion was put to a 
vote, and carried by a majority. 

Paul Kroeschell immediately re- 
quested that the council of the new 
organization consider the position of 
the steamfitters in the air-condition- 
ing industry. 

Mr. LeVine stated that all Freon 
piping and certain other work was 
turned over to the steamfitters by 
members of the Air Conditioning 
Association of Michigan, and that he 
believed trade relationships with the 
unions should be left to the local 
organizations, and that the national 
organization had no reason to touch 
on labor problems. 


ST. LOUIS MAN SPEAKS 


S. J. Schure, manager of the St. 
Louis office of Natkin & Co., said 
that he favored the formation of a 
national organization if it was oper- 
ated for the common good of every- 
one in the air-conditioning business. 


Representatives of the air-condi- 
tioning industry attending the meet- 
ing at the Stevens hotel here included 
Arnold Goelz, president, Kroeschell 
Engineering Co., Chicago; 
Hildreth, Indianapolis Power & Light 
Co., representing the Air Condition- 
ing Council of Indianapolis; Charles 
E. Tupper, Minneapolis; W. H. Craw- 
ford, Crawford, Inc., Jackson, Miss.; 
Hugh North, North-Davis, Inc., Kala- 
mazoo, Mich.; Arthur Boot, Boot & 
Co., Grand Rapids, Mich.; S. A. Pope, 
William A. Pope & Co., Chicago; 
S. J. Shure, Natkin & Co., represent- 
ing Air Conditioning Association of 


EG 
St. Louis; George M. Sebree, Wester, 
Air Conditioning Corp., president of 
the Air Conditioning Counci] of 
Omaha, Neb.; A. L. Maillard, Secre. 
tary, Air Conditioning Councij of 
Kansas City, Mo.; H. E. Wheele, 7p 
Air Comfort Corp., Chicago; w, 7 vn 
Heaney, American Refrigerating q, 
Detroit; Willis Stafford, Aurora, qj: 
H. C. LeVine, Atmospheric Contr 
Corp., Detroit; J. P. Baldwin, qj. 
cago; W. F. Slater, Slater Enginee,. 
ing Co., Memphis, Tenn.; George y 
Dickerson, president, Heating, Piping 
& Air Conditioning Contractors Ng. 
tional Association, Chicago; H. y 
Hart, L. H. Prentice Co., Chicago 
also representing the Heating, Piping 
& Air Conditioning Contractors Ng. 
tional Association; Dave Stafforg 
North-Davis, Inc., Kalamazoo, Mich. 
Paul Kroeschell, Kroeschell Engineer. 
ing Co., Chicago; Alfred Epstein We 
Independent Refrigeration Co., Lg, 
Angeles; Robert Kroeschell, yi F 
president, Kroeschell Engineering Cp, 
Chicago; J. H. Keller, Mechanica) of 
Heat & Cold, Inc., Detroit; and Henry Mm What 
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The Great New Giant Tiger Market in Wilmington, Delaware 


from % ton and up. 


® Reducing your valve service 
calls is one sure route to more 
Profits in Air Conditioning 
and Refrigeration—a clear 
road to greater satisfaction 
among your customers, pro- 
viding a firm reputation for 
quality workmanship that 
helps sell your prospects. A-P 
Valves on the job give you 
greater assurance of a satis- 


factory installation. 


The “fine control and free- 
dom from service” mentioned 
by Mr. C. S. Morash is one 
important reason why the 
leading Refrigeration Distri- 
butors have standardized on 
A-P Valves. They have found 
that this efficiency can be 
depended upon in installa- 
tions of every size and type, 


Automatic Products Co., 
Milwaukee, Wis. 


Gentlemen: 


A/P valves. 
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Tiger Market at Wilmington 
of our installations for t 


At this time we want to express our complete 
satisfaction with the fine control and freedom from service 
which we have enjoyed since using A/P valves. 
service calls have been reduced materially, 
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Very truly yours 
JUDBON Ce BURNS” 
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@ Refrigeration Parts Jobbers, 
Quality, Stock A-P Valves. 


AUTOMATIC PRODUCTS COMPANY 


THIRTY — SECOND 
WISCONSIN 
Export Department, 100 Varick Street, New York City 
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